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THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


1944 





New Business Paid-For...... $ 227,373,951.—Increase over 1942...... 11% 
Total Insurance In Force..... $4,257 ,440,292—_Increase over 1942...... 3% 
Number of Policies In Force 1,132,862—-Increase over 1942...... 2% 
Total Admitted Assets... .. .$1,637,443,394— Increase over 1942...... 7% 








“The Company’s mortality rate for the years 1941-1943, in- 
cluding war fatalities, is the lowest since 1927. This experi- 
ence combined in 1943 with the lowest voluntary termination 
rate in the history of the Company and continued economy 
of operation is highly favorable to the Company’s policy- 


holders. 


“Contrary to the general trend, The Northwestern Mutual 
through unusually efhcient management has this year re- 
duced its administrative expense even though its volume of 


business has materially increased.” 


From the Report of the 


Policyholders’ Examining Committee 


A Copy of the 86th Annual Report, containing complete details, will be mailed to all Policyholders 


and is available to others on request. 
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TEXT COMPOSED ON VARI-TYPER 


The page shown above looks like expensive letterpress printing--but it was composed on the 
Vari-Typer with savings which average over 60%. This page is typical of the many different jobs 
--agents’ manuals, charts, statements, forms, instructions, endorsements, etc., which can be 
Vari-Typed with important savings in operating printing expenses. Proof of this: - Insurance 
Company users report that Vari-Typer pays for itself in less than a year. 


SAVES PAPER 


Vari-Typer, with its more than 
00 changeable types, writes more copy in less space, 


educes typewritten bulletins by half. Paper savings 
Verage 50%. 


Vari-Typer streamlines the prep- 
Tation of printed and duplicated material, thus 
aving duplicating and collating time. It speeds up 
Our duplicating department, and gets more paper 
fork done with less manpower. 


WE ARE MANUFACTURERS OF HYDRAULIC GEAR PUMPS 
AND SELECTOR VALVES FOR THE ARMY AIR CORPS. 
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| FREE PORTFOLIO 


How you can save with Vari-Typer is 
explained in a portfolio which in- 
cludes many Vari-Typed specimens and a list of Life 
Insurance Companies which use Vari-Typer. Fill in 


’and mail this coupon and your copy will be mailed 


promptly. 


RALPH C. COXHEAD CORPORATION 
333 SIXTH AVE. + NEW YORK 14, N.Y. 
Please send me a copy of Portfolio B-1. 


NAME TITLE 





COMPANY 





ADDRESS 








City . 

















They signify 
membership in two 
exclusive clubs! 





Union Central representatives who 


use these distinctive emblems have 


evidenced outstanding sales ability. 


They have earned club memberships 
by writing in a single year more than 
one-half million or one-quarter million 


dollars worth of business. 


We wish to take this opportunity to 
congratulate publicly these outstanding 
U. C. men and women, and to express 


our great pride and confidence in them. 











LIFE SALES 


LIFE INSURANCE SALES RESEARCH BUREAU. . 


a 
The comparative percentages are based upon thi 
actual experience of the 53 contributing companies. 
; 
January Sales Vv 


(000 omitted) 


Ratios In- Ratios In 
Sales °44-"43 dex Sales °44—'43 de 
Volume All All in $1000 Cos. 0 
in $1000 Cos. Cos. Volume All ; 
Ala. ..... $4,562 106% 82% ee 572 140 
pS eee 1,426 157 107 . = 2,003 108 
, Saree 3,487 125 87 _ et eee 26,878 123 
a ee 44,294 125 111 a > wks 944 123 
ae 6,092 121 112 NM. YY. .2. 263,835 125 
ae 13,381 125 103 Me sas 9,459 138 
eer 1,781 143 97 N. D 1,980 138 
me, of C... 5,954 139 101 Ohio .... 36,266 121 
ae 6,958 158 106 CMA. ss0 7,079 127 
ere 9,757 153 115 eae 6,043 180 
Idaho .... 1,665 155 115 ee 50,164 117 
eae 48,346 129 91 ae 4,477 126 
RS 14,742 123 99 Se 4,066 127 
Iowa .... 11,356 129 98 = aes 2,489 136 
Kans. .... 8,312 137 114 TOO. 54:0 7,788 128 
Ky. ..... 7,168 13097 Texas ... 23,972 107 
My Neawele 6,027 141 108 t c > 
e CS ae 3,593 122 
re 3,500 131 111 , - 
ne 9°857 127 103 Vt. ...+.. 1,441 125 
Mass. .... 25,933 121 93 Va. «see 9,162 131 
Mich. .... 24.210 119 92 Wash. ... 10,733 139 
Minn. 13,582 137 105 eo 4,609 131 
Miss. 3,283 125 108 Wit, .60. 15,416 141 
| ee 17,384 123 88 ere 901 149 
Mont ates 1,847 126 99 - -— 
NEO. .60 6,602 125 103 U. S. Total $635,474 128% 
City Data: Month City Data: 
RNIN. ln 3 xh. scarce 110% EO BOOS ccc ciccecsse 
CY ow eercknsseeuas 124 OS ere 
CEE: Saivenareen nae 116 gl ener re 
PE as aaete weinw as aux 108 St. Louis 
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New Paid-For Life Insurance—Not Including Revivals 
or Increases—39 United States Companies Having 
81°% Total Outstanding Insurance 


The amount of new paid-for business, by classes 
for January of 1942, 1943 and 1944, with percentag 
increases or decreases, are shown in the following table 


(000 omitted) 




















1943 1944 
over 013 
. Class 1942 1943 1944 1942 1943 
The Union Central Ordinary .. $803,580 $389,065 $494,050 51.6% 27.09 
od Industrial .. 143,281 127,643 131,091 -10.9 27 
Life Insurance Company ie 49,076 93818 189978 912 - 1023 
Cincinnati, Ohio ee $995,937 $610,526 $815,119 -38.7 5 
(See page 6 for 1943 Figures.) 
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BURROUGHS 
MECHANICAL SERVICE 


Burroughs Mechanical Service, long acknowledged without equal 
as an efficient protector of mechanical performance in business 
machines, continues to maintain its high standards of efficiency 
...is serving more customers than ever before. 


Today’s experienced, highly-trained Burroughs service organi- 
zation is the natural result of a far-sighted policy of careful plan- 
ning, constant study, continuous training and close supervision. 
Today, as always, Burroughs Mechanical Service is dependable. 


Inquire at your local Burroughs office how you can obtain this 
efficient protection, or write — 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICH. 


Burroughs 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES * NATIONWIDE MAINTENANCE SERVICE * BUSINESS MACHINE SUPPLIES 
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The precious piece of paper 
in the wise man’s pocket 


“| beg your pardon!” [| apologized to the man 
I had jostled in Pennsylvania Station. 
“Quite all right!”’ he beamed at me. “Look at all 
those long faces,” he continued, pointing to the 
people hurrying by. “‘They’re worried. Worried 
about getting a good night’s sleep. But me. . 
I’m smiling. I’m laughing. Why?” he asked me. 
“Why?” I asked him right back. 


‘* Because I have a precious piece of paper in 
my pocket. A confirmed reservation for a 
room at Hotel Pennsylvania.’’ He put his 
finger in my lapel buttonhole and said, ‘‘ New 
York City is crowded . . . and hotel rooms 
hard to get. But it’s easy to get one if you 
reserve one well in advance!’’ 


“You,” I exclaimed, “are a wise man!” 


“Ah!” he remarked. “Another wise thing to do is 
cancel promptly any reservation you've made that 
you can’t use!” 

“You are a very wise man!” I exclaimed, admiringly. 


“And still another wise thing. If you check out of 
your hotel in the morning—whenever possible, 
you save other travelers time and worry!” 


Before I could say, “You are a very, very wise 
man!” he left me, making a bee-line for Hotel 
Pennsylvania, whistling as he went. 


Hotel Pennsylvania 


JAMES H. McCABE, General Manager 
THE STATLER HOTEL IN NEW YORK 
OPPOSITE PENNSYLVANIA STATION 
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New Paid-For Life Insurance—Not Including Revivals or 
Increases—39 United States Companies Having 81°, 


Total Outstanding Insurance 
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, 
Feb. ... 


Mar. 
Apr. 
May 
June 
July 

Aug. 
Sept. 


Oct. 1 


Nov. 
Dec. 


oe 
Feb. ... 
Mar. .. 


Apr. 
May 
June 
July 
Aug. 


Sept. be 
et; 


Nov. 
Dec. 


Jan. 
Feb. 
Mar. 


May 
June 
July 
Aug. 


Sept. es 
i See 


Nov. 
Dec. 


ee 
Reb. .... 


Mar. 
Apr. 
May 
June 
July 


Aug. : : 
Sept. .. 
rt, 23. 


Nov. 
Dec. 


(000 omitted) 


Ordinary Insurance 




















1942 

over 

1941 1942 1943 1941 

$419,981 $803,580 $389,065 91.3% 
419,345 490,187 396,266 16.9 
467,065 432,941 496,854 —7.3 
474,772 382,699 505,276 —19.4 
472,195 373,945 475,695 —20.8 
460,775 380,811 493,293 —17.4 
460,895 381,128 493,467 —17.3 
456,153 349,481 468,651 —23.4 
454,321 344,460 455.760 —24.2 
520,899 384,572 486,227 —26.2 
463,745 369,007 504,361 —20.4 
674,435 415,430 508,857 —38.4 
5,744,581 5,108,241 5,673,772 —11.1 

Industrial Insurance 
156,292 143,281 127,643 —8.3 
158,620 141,388 133,643 —10.9 
173,218 160,628 151,817 —7.3 
193,346 180,666 143,324 —6.6 
176,457 157,871 143,413 —10.5 
159,181 140,263 135,778 —11.9 
152,326 125,679 126,398 —17.5 
156,025 126,782 122,302 —18.7 
153,763 126,686 123,529 —17.6 
175,889 153,003 134,054 —13.0 
166,654 127,210 121,320 —23.7 
258,444 170,267 154,287 —34.1 
2,080,215 1,753,724 1,617,508 —15.7 
Group Insurance 
35,063 49.076 93,818 40.0 
43,240 50,232 90,689 16.2 
41,991 97,826 130,390 133.0 
51,097 124,823 124,983 144.3 
46,765 87,773 154,406 87.7 
62,977 161,061 143,888 155.7 
82,909 151,344 131,599 82.5 
71,688 83,303 89,168 16.2 
130,229 84,799 112,707 —34.9 
74,794 78,094 132,778 44 
89,360 114,180 129.670 278 
298,817 317,372 393,635 6.2 
1,028,930 1,399,883 1,727,731 36.1 
Total Insurance 

611,336 995,937 610,526 62.9 
621,205 681,807 620,598 98 
682,274 691,395 779,061 is 
719,215 688,188 773,583 —4.3 
695,417 619,589 773,514 —10.9 
682,933 682,135 72958 —.) 
696,130 658,151 751,464 —5.5 
683,866 559 566 680,121 —18.2 
738,313 555,945 691,996 —24.7 
771,582 615,669 753,059 —20.2 
719,759 610,397 799,401 —152 
1,231,696 903,069 1,056,779 —26.7 
8,853,726 8,261,848 9,019,011 —6.7 


BEST'S LIFE NEWS 


26.4 


4 


] 


_— 


| 
oon 


Divs Nintn 


| 


Wo 


6.7 


Ll 


= 
Oo 


” 


=> 


50 ee Se 


Fb We 









=e 





ARCH 





| 
> 


ninwytnwo eM 











A RECORD OF THE CONFIDENCE 
OF 7,000,000 POLICYHOLDERS 


THE EIGHTY-FIRST ANNUAL REPORT of the John Hancock Mutual Life 
Insurance Company of Boston is a summary of accomplishment in 1943, 
a year of record growth. The increase of assets was $153,420,344.37. In- 
surance in force increased by $602,365,209.00 making our total insurance 
in force $6,438,540,577.00, an increase in two years of wel! over a billion 
dollars. These increases were the greatest in the history of the Company. 
Payments to policyholders and beneficiaries were $108,985,001.60 or 
$363,283.00 per business day. 


The Company’s purchases of government securities during the year 
were $150,085,750.00 making our total investments in the obligations 
of the United States $349,954,718.75. 


These records were made possible by the increasing value placed on 
life insurance by the people of our country and by the confidence of 
more than 7,000,000 policyholders — more than one-tenth of life policy- 


holders- in the United States. : 
Guy W. Cox, President 





8Ist Annual Report 


December 31, 1943 
Total Admitted Assets . , ; $1,441,468,994.05 


Total Liabilities . ‘ ‘ . $1,313,454,251.49 
General Surplus Fund =. ‘ ‘ $128,014,742.56 


Total Insurance in Force ' ‘ $6,438,540,577.00 





This Company offers all approved forms of life insurance in large or small 
amounts, including group coverage ; also annuities for individuals and pen- 
sion and retirement plans for corporations and educational institutions. 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


A COPY OF THE COMPLETE ANNUAL REPORT WILL BE SENT ON REQUEST 
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W. J. Sieger, V. P. & Sup’t. of Agencies 








CONTINUED PROGRESS 





Insurance in Force 


a re re $60,189,930 
a de ara ae savin Do cw 71,691,108 
i ceded ec eke ee ee we 93,273,568 
Liabilities 
Assets and Reserves 
a ie he eb ee ee eee $3,531,781 $3,020,841 
unreal i os dns cd ta Sw aw SS 6,386,483 5,401,370 
See A se a a er 12,386,059 11,125,689 
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i 
HE only uniformity that we have noted in the 


treatment of Federal income taxes by the various 
insurance companies is the inconsistency in alloca- 
as between investment expense and insurance ex- 
nse. Many interested persons in the business have 
ven considerable thought to the problem because of 
e effect the manner of treatment has on any com- 
brisons that may be made between companies. Our 
wn problem, when analyzing statements, is different 
om that of the companies concerned because in these 
alyses there are compensating offsets which minimize 
e net effect, regardless of how the item is reported. 
ir instance, we do consider the net yield on all assets 
nd we also have an expense ratio. If Federal income 
x is not entered as an investment expense, and there- 
charge against the yield, it must go through 
eneral expense and consequently appears in the expense 
tio itself. 






















rea 


Some recent tests made by us indicate that if this tax 
em, which in each case under review was reported 
san investment expense, should be transferred to gen- 
ral expenses, the net result on the average of the group 
e employed would be an increase in the net yield 
ported of 24%% (3.6% to 3.7% when carried to near- 
st decimal), while the increase in the expense ratio, 
’ reason of transferring the item from investment to 
surance expense, was 544% ($4.00 to $4.21). This 
ould result in practically no difference in the final 
lalysis because we would be dealing with variations 
154% and 24%% only and then, of course, on items 
hich are welstined differently in the analytical formula. 
tom our viewpoint, therefore, we have not attempted 
}make any adjustment in this item from the manner 
it which it is reported by the companies under review, 
ich as a modification to place all companies on the 
ime basis. The confusion engendered by adopting such 
tule would be considerable and, as we have pointed 
it, it does not seem essential for us to do this at pres- 
it. If a company obtains an advantage in one depart- 
feni it will lose it in the other ; namely, investment yield 
s. expense ratio. 


a 


Last year we examined into the Federal income 
Hx item as reported by 271 life insurance companies 
1942 statements) and ‘found that 44.65% of the com- 





——Fries paid no tax, in 15.50% the item was reported 
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as an investinent expense, 


and casualty companies. 








1944 


MARCH, 





in 37.27° 
? 58% 


it was reported as 


insurance expense and in it was divided, part 


to investments and the remainder to insurance expense. 


There was only one company which reported this item 


as neither insurance nor investment expense—it was 
shown separately in the gain and loss exhibit, thus 
following the practice adopted by a good many fire 


There are those who hold that because of the source 
of the tax—its origin and computation—on a strict 
accounting basis it should be considered as an invest- 
ment expense. It would appear that it is optional with 
the companies in this matter because there are no specific 
instructions in the annual convention blank in respect 
thereto. There is, however, in the instructions to that 
blank an implication, in that section outlining calcula- 
tion of investment expenses, that this tax should be 
considered as an investment expense because it is di- 
rectly associated with investments or the income thereon. 
However, this is academic and does not afford any 
answer to the question at hand. There are arguments 
from various viewpoints on either side of the question 
and for the purpose of general discussion there seems 
to be no reason for debate because no tangible results 
could follow. 


The same situation exists in the fire and casualty 
field where some companies consider the item as an 
underwriting expense, some as an investment expense, 
while others consider it as neither and report it sepa- 
rately in the various exhibits, thus entering it in the 
statement as a direct charge against surplus rather than 
against the other accounts on a specific basis. Because 
the underwriting and investment results are considerably 
affected by the inclusion of these taxes in either cate- 
gory, perhaps a complete divorcement as in the latter 
cases affords a logical solution, eliminating distortion 
and allowing comparison between companies. It would 
seem that this manner of treatment affords food for 
thought in connection with life insurance company ac- 
counts. When allocating this item to a definite account ; 
that is, underwriting, investment or expense, the result- 
ing ratios are more distorted in-the case of the fire and 
casualty companies than in the life. 


In view of the general confusion and disagreement 
as to how the tax item should be reported, it would be 
ideal from the statisticians’ viewpoint, and for others 
who use these statistics, if the National Association of 
Insurance Commissioners would adopt a ruling to be 
followed by all companies in respect thereto. This seems 
to be a solution which would be too much to expect as 
many companies no doubt prefer to retain the option 
of reporting it as they see fit and in such manner as to 
least affect the ratios concerned. 















“It is most gratifying to see how closely 
you have followed the ideas and recom- 
mendations of the Committee on Com- 
pensation, and with what originality 
you have gone much further in recog- 
nizing the important features of quality 
business. 

“Congratulations. Your excellent new 
contract will, I feel sure, make an im- 
portant contribution to this very vital 
problem.” LAURENCE S. MORRISON 

Director of Research, Life In- 
surance Sales Research Bureau 











“To say that I am excited about your 
new plan of compensation is to put the 
matter rather mildly. Within the con- 
fines of the acquisition cost limitation, 
you have been able to construct a true 
life-time earning plan—and have thus 
translated into concrete possibilities the 
things we have been talking about so 
long, namely, the true professional 
characteristics of the business.” 
PAUL SPEICHER 
Managing Editor, The Insurance 
Research & Review Service, Inc. 











“Your Lifetime Plan encourages the 
career salesman; encourages him to sell 
the right policy properly fitted to his 
customer’s present need—and then 
not only requires but pays him to give 
Service to the ultimate benefit of him- 
self and his customers. It seems to me a 
distinct and direct forward step.” 





A. R. JAQUA 
Associate Editor, The 
Di d Life Bulleti 
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“1943 indicates that NYNL’s 
program is a healthy one for 
both policyholder and agent” 


President, 
Northwestern National Life Insurance Company 









MORE PEOPLE 
ARE “STAYING WITH IT” 


Surest sign of wise insurance 
buying is insurance that stays in 
force. Lapses by NWNL policy- 
holders have steadily declined. 
They dropped a further 25% in 
1943, to a record low. NWNL 
agents, paid not primarily for 
sales but for insurance kept in 
force, did a sound job of selling 
and servicing, reducing the 
waste of lapses—and thus earned 
better incomes for themselves. 





MANAGEMENT COSTS 
WHITTLED DOWN 


Against the tide of rising prices, 
and with more policyholders 
than ever before to serve, NYNL 
in 1943 has actually spent fewer 
dollars than in 1942 for expenses 
of management— except for 
taxes. In part, this reflects con- 
tinued close control of manage- 
ment costs, but in a larger degree 
it reflects the increased efficien- 
cy of NWNL’s plan of agents’ 
compensation. 











MORE PEOPLE 
ARE BEING PROTECTED 


Insurance in force (almost 
$550,000,000) increased more 
than 2% times as much as in 
1942, atarate nearly 50% greater 
than the estimated rate of in- 
crease for all life companies. 
(Excluding group insurance, the 
rate of gain was 20% greater.) 
More than ever, NWNL’s gain 
came from policies kept in force 
because they were soundly sold 
and properly serviced. 


MARGIN OF SAFETY 
IS GROWING 


Surplus funds for policyholders’ 
protection—above legal require- 
ments—are growing faster than 
insurance in force. They provide 
a substantial extra margin of 
safety. Assets, kept at work in 
diversified prime securities, now 
total well over $100,000,000 — 
40% in U. S. Bonds. NWNL’s 
direct purchases of War Bonds 
in 1943 virtually equalled its 
total premium income. 








NYNL's PROGRAM for giving continually improving service to 
policyholders is spearheaded by a unique method of paying 
agents, The NWNL agent is paid, not primarily for the amount 
of insurance he sells you, but for the amount you keep in force. 
When you lapse a policy, he suffers a penalty in his own 
earnings which applies not merely to the policy you lapsed, 
but to every dollar’s worth of insurance from which he is 
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receiving an income. Thus, his prime interest is to provide you 
with exactly the right kind and amount of insurance, measured 
by what you need and can afford. 

As in past years, NWNL’s complete Financial Statement, 
issued on New Year's Day and including all transactions 
through December 31, was the first to be published in 1944, 
If you'd like a copy, write us. 








Buy War Bonds! 
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COMPANY 


EST’S annual review of changes in the life insur- 

ance company field, published in the February or 
J \March edition each year, is shown here for 1943. 
feature of the table incorporated several years ago, 
the “History” reviewing these changes since 1929. 
The high points in activity for receiverships were in 
p32 and 1933 with 12 companies going out of business 
this manner in each of those years; in 1931, 27 com- 
nics passed from the scene through merger or rein- 
trance ; 38 new companies were organized in 1929 and 
two occasions, 1929 and 1935, 6 companies changed 
eir titles. When reference is made to the results in 
p43, when no receiverships occurred, only 2 companies 
erged or reinsured and only 4 new companies were 
ganized with 2 changing title, it is obvious that the 
end has reached a point where there is practically a 
bmplete cessation of activity in these various categories. 


History of Changes Since 1929 
(Number of Companies Involved) 
Receiver- 
ships (a) 
No. 
43° 4. 1057 


New 
Companies + 
i Gg 


Mergers & 
Reinsurances 


/O 
26.21 
13.79 

6.89 
2.07 
4.83 
2.76 
6.89 
11.03 
4.14 
2.76 
3.45 
4.14 
4.83 
3.45 
2.76 


145 100.00 
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3 
6 
2 
2 
9 
5 
8 
3 
2 
2 
3 
* 
1 
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btals 72 100.00 47 100.00 


* None. 

TIncludes only companies actually licensed ; 
ver complete organization. 

tOne of these was a voluntary liquidation—no loss involved. 

(a) “Receiverships” are also included under “Mergers and 
keinsurances” in same year or shortly thereafter ; life insurance 
Dmpanies are seldom liquidated—they are generally reinsured 
h some other company. 


185 100.00 


many companies 


SEST’S WEEKLY BULLETINS 


Give you a weekly confidential report and 
review of all happenings of importance in 
the insurance world. 
accurate, unbiased and authoritative. 
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On your desk each Monday morning. Cost 
—$5.00 a year for Life Bulletin, Fire, Ma- 
rine and General Bulletins or Casualty, 
Surety and General Bulletins. 


Write for sample copies today. 


ALFRED M. BEST COMPANY, 


CHANGES 


The changes for the year 1943 are as follows: 
Mergers and Reinsurances 


American Savings Life Insurance Company, Kansas City, 
Missouri: Effective December 31, 1942, and approved as of 
February 6, 1943, the Republic National Life Insurance Com- 
pany, Dallas, Texas, purchased this company and issued 8,000 
shares of its stock to the stockholders of the American Savings 
Life in payment for their business and assets. The ratio of 
exchange was one ($10 par value) share of Republic National 
Life Stock for each 25 ($1.00 par value) shares of American 
Savings Life stock. 

Pathfinder Life Insurance of Grand Island, Nebraska: 
sured by the Postal Life and Casualty Company, Kansas City, 
Missouri, in November, 1943. The Postal will maintain a branch 
office and use the same employees of the Pathfinder Life at 
Grand Island. 


Rein- 


New Companies 
Fidelity Reserve Life and Accident Company, Little Rock, 
Arkansas: During the latter part of 1943, organized as a mu- 
tual legal reserve insurance company specializing in Family 
Group insurance. 

Great Lakes Insurance Company, Elgin, Illinois: Incorporated 
as a stock company under the laws of the state of Illinois on 
June 22, 1943, and licensed on the same date. It began business 
on August 5, 1943, with an authorized capital of $100,000. The 
par value of the shares is $20, sold at $31.50, thus producing a 
cash surplus of $50,000 after organization expenses. No com- 
mission was paid on the sale of the stock. The company writes 
Term and Group insurance on the non-participating plan. Non- 
medical is written up to age 50 with amount limits of $5,000. 

International insurance Company, Phoenix, Arizona: Li- 
censed on July 27, 1943, as an old line legal reserve mutual 
company. It formerly operated as a benefit association. 

World Insurance Company, Omaha, Nebraska: Originally 
incorporated in 1903 to write accident and health insurance: 
converted in 1943 to mutual life, health and accident company. 


Change in Title 


Century-Educators Life Insurance Company, Fort Worth, 
Texas: Title changed to Century Life Insurance Company on 
March 15, 1943. 

Illinois Standard Life Insurance Company, Chicago, Illinois: 
During the early part of 1943 this company merged the Hotel 
Men’s Mutual Benefit Association (an assessment company), 
and later the Bankers Life and Casualty Company (also an 
assessment company) was reinsured. Following this, the title 
was changed to Bankers Life and Casualty Company. 
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SALES “BRIEFS” FOR THE BROKER 





A BOOK THAT WILL HELP YOU REACH 
THE GROWING “PENSION” MARKET 


The steadily increasing interest in employee re- 
tirement plans presents an unusual opportunity to 
those equipped to sell this form of coverage. The 
need is almost universal, and a great deal more of 
this coverage would be sold if the issue were not 
so often clouded by the technicalities during initial 
discussions. 


Realizing this, Connecticut General has printed 
a new book, “Problem or Opportunity,” which is 
specifically aimed to present the general background 
of employee pension or retirement plans. It points 
out why such plans are advantageous to both em- 
ployer and employee . . . why different types of 
plans are necessary to meet different situations .. . 
how to go about the preliminary steps so that the 
plan can be installed most efficiently, and many 
other practical, simply explained steps that should 
precede the installation of a retirement plan for 
employees. 


This book deliberately avoids technicalities, but 
aims rather to sell the client on the idea of employee 
retirement plans. We are sure that you would find 
it an unusually valuable sales aid in presenting 
this form of coverage to your clients. Your copy 
will be sent promptly on request. 


* * * 


SUB-STANDARD | 
COVERAGE 








times the normal mortality rate). 


CONNECTICOT 
GEWEKAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





Connecticut General’s broad sub-standard 
program offers you a real opportunity to 
enlarge the scope of your market and re- 
duce your rejection rate. The Company 
considers sub-standard contracts to cover 


extra mortality rated up to 500% (five 


LIFE INSURANCE, ACCIDENT 
ANO HEALTH INSURANCE. 
SALARY ALLOTMENT INSUR- 
ANCE AND ANNUITIES. ALL 
FORMS OF GROUP INSUR- 
ANCE AND GROUP ANNUITIES 





ASSET DISTRIBUTION 


ACH year in the Preface of Best’s Life Insurang 

Reports we publish a table showing the distributic 
of assets in the life insurance industry as a percentag 
of physical assets. These percentages naturally diff 
from those which are based on admitted assets becau 
the latter figure includes premium notes and policy loar 
which are omitted in the physical asset item. The phys 
cal asset distribution corresponds with the percentag 
we show in each company report in the aforemention 
volume, following out a practice adopted by us so 
years ago. The theory behind the separation as betwe 
physical and admitted assets is explained by describi 
policy loans and premium notes as a reduction in |i 
bility rather than a real asset. Although this asset pr 
vides an interest return to the companies, it is not ¢ 
actual investment in the ordinary sense of that word. 

The following statistics are shown with ratios bas 
on the physical asset division and policy loans and pr 
mium notes are added to give the total admitted asse 
for the industry. The ratio of the various sub-divisior 
is given for 1942 so that comparisons indicating t 
change from the preceding year may be made. The 
total figures are based on the report published by t! 
Association of Life Insurance Presidents, the asse 
comprising the resources of 49 companies having abo 
91.3% of the total assets of all companies in the bus 
ness. 























Distribution of Physical Assets December 31, 1943 

















1942 
1943 Ratic 
Farm Mortgages ...  $750,000,000 2.3% 2 
Other Mortgages ... 5,150,000,000 15.9 17; 
Total Mortgages .... 5,900,000,000 18.2 20.3 
U. S. Govt. Bonds .. 11,500,000,000 35.6 28.9 
Railroad Bonds ..... 2,693,000,000 8.3 9.5 
Foreign Government 861,000,000 72.7 2 
State, County, Munic. 1,190,000,000 3.7 2 
Public Utility Bonds 4,872,000,000 15.1 16. 
Other Bonds ....... 1,735,000,000 5.4 6 
Total Bonds ....... 22,851,000,000 70.8 68.9 
Preferred Stocks ... 421,000,000 1.3 14 
Common Stocks . 124,000,000 0.4 04 
Real Estate ........ 1,210,000,000 3.7 5.1 
Collateral Loans .... 9,000,000 0.0 0.0 
ae 1,100,000,000 3.4 17 
6 ere 700,000,000 2.2 2.2 
Total Physical Assets $32,315,000,000 100.0% 100.0 


Policy Loans & 
Prem. Notes 


2,085,000,000 





Tot. Admitted Assets $34,400,000,000 
F 99.3% Canadian. 
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EFORE we project our 

thoughts on training into the 

future, we should examine his- 
torical events and some of their 
effects on the mental attitude of the 
life underwriter. 

For almost 30 years, since Au- 
gust 1, 1914, we have lived in abnor- 
mal times. The world is changing 
constantly evén under normal con- 
ditions. By abnormal, I mean a rate 
of change which taxes our adjust- 
ment powers and results in spiritual 
and moral mortality beyond the ex- 
pected. 

Two world wars have crossed the 
horizons, each of a passion and 
ferocity equalled only by a lunatic’s 
brainstorm. Prosperity in some 
countries and inflation in others be- 
yond the dreams of imagination and 
depression so deep it rocked the 


foundation of governments, have 
upset the balance of the world. 
(We could have done much to 


adjust those two extremes in this 
country if we had done a better job 
of distributing life insurance.) 


Too Intimate 


We have been on intimate terms 
-too intimate I fear—with specu- 

lation, bankruptcy, unemployment, 
astronomical public debts and de- 
clining interest rates, to say nothing 
of later problems of confiscatory 
iaxation, conscription, shortage of 
manpower, rationing of tires, gaso- 
line, fuel and food. 

We have had the unsettling influ- 
ence of the ex parte TNEC investi- 
gation, underwriting _ restrictions, 
drastic economy measures, budge- 
tary and time control. 

Now, let’s take a look at the 
average underwriter, the man with 
whom we are dealing. He is our 
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By E. PAUL HUTTINGER 
2nd V. P. Penn Mutual 


Joined the company in its underwriting 
dept. in 1903. Graduated from Temple 
University Law School in 1915. From 1918 
to 1939 in charge of taxation. In 1929 ap- 
pointed assistant to agency vice president; 
manager of training, sales promotion mate- 
rial. In 1934 became agency secretary and 
second vice president in 1941. Author of 
Law of Salesmanship, organized Life Insur- 
ance Selling and Intermediate Training 
Course as well as the company's training 
system for life underwriters and the Penn 
Mutual Tax Manual. 


x*k 


point of contact with our customers 


and clients and the most important 


factor in public relations. He is out 
in the public weather most of the 
time, assailed by all the dreary winds 
of doubt and fear. His living de- 
pends on selling people faith in the 
reliability of promises, the future 
of his country and the life insurance 
business, notwithstanding these seis- 


mic eruptions which have made 
great fissures in human society. 


Moreover, this man’s personal af- 
fairs may have fallen into disorder 
because he could not manage his 
own finances and he did not invest 
enough savings in the contracts he 
advised others to buy. 

I said there have been two world 
wars. That is true in the historical 
sense, but in another sense, that of 
conflict in the minds of men—war 
has been continuous. There has been 
no peace. It is in these mental con- 
flicts that we fight the hardest bat- 
tles—achieve our greatest victories 
and suffer the most disastrous de- 
feats. 

I do not wonder that there has 
been instability among our field 
forces. I wonder that there has been 
any stability at all. 

So, we begin by recognizing some 





of the problems met by our field 
men. And I wish to mention als» 
managers and general agents, who 
in addition have contended with 
manpower losses, recruiting difficul- 
ties, labor turnover and high expense 
ratios. Of course all of these experi- 
ences are not universal. General 
Agents, managers and underwriters 
who lave come into the business 
since 1930, have, in general, not 
suffered as much as those who 
were in before, and many men who 
have endured in selling life insur- 
ance have been revived by unprece- 
dented new business in communities 
distended by war prosperity. 


Training and Morale 


This review almost answers the 
training question of what we should 
do in the new era. Our job is to 
build and maintain morale by inspi- 
ration and information. Morale is 
the most important factor in an edu- 
cational program. The same prin- 
ciple was fully explained in the 
Bureau’s research on that subject 
two years ago. If my memory 
serves me correctly, there are three 
factors intimately related to the 
building of morale: 

(a) Recognition 

(b) Security 

(c) Professional Skill 

This is how we apply the conclu- 
sion to training. 

By having an adequate training 
system we recognize the educational 
needs of our agents. If this system 
is accepted by the field, it enhances 
the agent’s self-respect as a capable 
underwriter, and improves his finan- 
cial security. And, of course, the 
very essence of such a system is to 
impart professional skill. 

(Continued on the next page) 





Training—Continued 
The Source of Training 


Training begins with the mental 
attitude of Home Office manage- 
ment. Just as water will not rise 
above its own source, so training 
rarely is any better than the Home 
Office insists that it shall be. By 
providing the leadership and ma- 
terial and repeating the call to do 
the job, the Home Office recognizes 
one of its paramount duties. That 
is the first step of our journey into 
the training of tomorrow. Without 
it we shall not reach the right desti- 
nation. 

Moreover, training cannot be any 
better than our General Agents and 
Managers are trained to make it be. 
Obviously, we are wasting a large 
part of the expense of training 
underwriters unless our General 
Agents and Managers are adequately 
equipped to promote it and follow 
it up. Since natural teachers are 
rare, they have to be taught how to 
impart their knowledge. 


War Production Training 


You may have read in the Read- 
er’s Digest for October an article by 
Stuart Chase entitled, “Show How: 
A Revolution in Management.” It 
deals with Training Within Indus- 
try, a division of the War Man- 
power Commission and the miracu- 
lous results in saving time and 
material, as well as preventing acci- 
dents. 

A year and a half ago our Federal 
government was appalled by the 
millions of employees in war indus- 
try who had to be trained to do 
jobs correctly, quickly and conscien- 
tiously. These employees were in 
three major groups (1) presently 
employed, (2) future employees, and 
(3) employees who would be trans- 
ferred from non-defense industries. 
To accomplish this purpose on the 
scale that the emergency demanded 
required the training of hundreds 
of thousands of experienced work- 
men in the new art of instruction 
and thousands of part time civilian 
trainers to do that job. The success 
of this movement has been unprece- 
dented. It has saved thousands of 
hours in time and millions of dollars 
in damage to vital war material. 

In brief, these are the main steps 
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of the system. Think with me how 
easily it may be applied to the train- 
ing of tomorrow’s life insurance 
salesmen. First, a plan to get ready 
to instruct. Is it not true that many 
men charged with this responsibility 
never do get ready for the job? 
A few moments before the appoint- 
ment with a new agent, they think 
about what they are going to tell 
him. We cannot expect to be suc- 
cessful in the job of training unless 
we have a time-table upon which to 
run. That means to determine in 
advance how long it will take to 
give our recruit a required skill. 
We also shall have to break down 
the job. Life insurance as a business 
or profession is too big a thing to 
tackle except piecemeal. Therefore 
our plan must be broken up into 


WAR FUND 





Your RED CROSS is at his side 


sections. This does not mean Pros- 
pecting, Needs, Options and the like, 
but that these subjects themselves 
shall be broken down further into 
separate steps. There are steps in 
the performance of any job which 
are merely routine, others that are so 
important that how they are done 
makes or breaks the job. They are 
key points. Trainers should break 
down the job in advance into steps 
and key points so as to emphasize 
the latter’s importance. 


Illustration 


In prospecting, telling my center 
of influence of my desire to build a 
clientele is a step in the organized 
presentation, but what I say and how 
I say it to him when I ask him for a 
name is a key point and must be 
handled with great care because he 





is quite likely to feel that he will be 
embarrassed by my use of his name. 

When he is ready to instruct, 
these in rapid order are some oi the 
steps which the War Production 
Trainer follows: 


1: Prepare the worker 

(a) Put him at ease. 

(b) Find out what he knows 

about the job (he may know more 

than you suspect). 

(c) Get him interested in learning. 
2: Present the operation. You do 
this when you 

(a) Tell, show, illustrate 

question him carefully. 

(b) Stress the key points. 

(c) Instruct clearly and com- 

pletely in simple language, taking 

up One point at a time but no more 
than the student can master. 
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Be sure of the last point. Both the 

instructor and the underwriter are 

wasting time if the instructor goes 

too fast, which he is prone to do be- 

cause he knows it so well. 

3: Try out the performance by 
(a) Letting him do the job for 
you 


whether it is a sales presentation or § operat 
a center of influence talk or making § Genera 
up a list of prospects. It is the only § that the 


service 
sides O 
“make 
to his 
What 
the rig 
or vice 


way that you can prove whether or 
not you have done your job of in- 
structing. 
(b) Have him tell and show you 
and have him explain the key 
points. 
(c) Ask questions and correct 


errors. Gen 
(d) Continue until you know HE § 40 mu 
knows. This operation will cer- J @ lot | 
tainly include coaching by the when 
trainer on the job. a 
+: The follow-up. Put him on his § ii. + 
own and tell him where he goes for 9 ang ¢ 
help. Step 4 merges into what we § q.y<- 
call Supervision although it con- § Chica 
tains elements of training. ne he 
You will have observed enough § j;74 , 
from what has been said to realize J cet. 
that while Training Within Indus- ff}... . 
try deals with materials as distin- J 4,4 . 
guished from the sale of life insur- J... 4 
ance, the principles are as applicabie § 4,4 | 
to our business as to a machine shop. It 
Certainly tomorrow we shall have to J... 
be more proficient in teaching skills, ‘dian 
and I believe that any life insurance J ; aa 
training official, general agent, man- J >), 
ager or supervisor will get a greet J . “i 
deal out of becoming a War Produc- | ;:., 
(Continued on page 58) 
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HEN General Ira C. Eaker 

arrived in London as Com- 

mander of the Eighth United 
States Air Force, all he had was a 
plan on paper, albeit a plan whose 
development was being watched 
closely by friends and foe alike. His 
idea was to add to the British night 
bombings by means of precision day- 
light raids with heavily armored 
bombers such as the Flying For- 
tresses and Liberators. It had been 
tested in every way except in actual 
operations over enemy territory, so 
General Eaker must have realized 
that there were skeptics in the armed 
services and in civilian life on both 
sides of the ocean. He was asked to 
“make a few remarks” in response 
to his official greeting in London. 
What a chance that was for saying 
the right thing at the right time— 
or vice versa! 

General Eaker said: “We won't 
do much talking until we have done 
a lot more fighting. We hope that 
when we leave you will be glad that 
we came.” 

Now it may seem paradoxical to 
cite this statement of General Eaker 
and then proceed to spend several 
days at a meeting such as this here in 
Chicago. But the talking we are do- 
ing here, we trust, is not the wasteful 
kind of talking, and only through a 
meeting such as this can we formu- 
late specific plans for the “fighting” 
that we and our men will be doing 
on the home front in the months 
that lie ahead. 

It has been well said that “the 
sssence of good management is good 
udgment, but the essence of good 
idgment is a sound set of facts.” 
lhe obvious place to start a discus- 
sion of the current man-power situa- 
tion is to ascertain the facts as they 
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By WARD PHELPS, 
Consultant, Life Insurance Sales 
Research Bureau 


* * * 


are today and here your Bureau is 
in a position to gather and accumu- 
late certain facts which individual 
companies do not have. You have 
cooperated and have sent us infor- 
mation about your man-power. This 
material has been summarized and 
sent to you in the form of the United 
States and Canadian Census, and you 
will probably want to refer to it after 
you get back to your offices to am- 
plify the major points outlined here. 


Bureau's Census 


The primary purpose of the Bu- 
reau’s Census of Agents is to depict 
trends from year to year in the num- 
ber of agents actively engaged in sell- 
ing life insurance. Taking, first, 
figures for the United States, we 
tabulated the total number of active 
agents’ contracts in force as of Au- 
gust 1 for each of the past five years. 
These figures come from 81 com- 
panies, including 72 writing Ordi- 
nary insurance only 9 companies 
writing both Ordinary and Weekly 


THE AUTHOR 


Graduated from Yale, class of 1927 and 
spent 3 years in newspaper work in Japan. 
Associated with the head office of Sun Life, 
Canada until 1934. At that time he joined 
the Life Insurance Sales Research Bureau. 
As a member of the consultation staff he 
calls on many home offices and agencies in 
both U. S. and Canada. He is on the 
faculty of the Bureau's school in Agency 
Management and frequently speaks at in- 
surance gatherings. Mr. Phelps is a Chartered 
Life Underwriter. 





Premium business. These 81 com- 
panies accounted for 68% of the total 
Ordinary and Weekly Premium new 
business paid for in the year 1941. 

On August 1, 1939, there were, in 
these companies, 93,149 contracts in 
force for agents to sell Ordinary in- 
surance only. Taking this figure as 
100%, the trend was downward and 
as of August 1, 1943, was 81.2, rep- 
resenting a total of 75,670 contracts 
in force. Over the same period there 
was a slightly smaller decrease in the 
contracts to sell both Weekly Pre- 
mium and Ordinary insurance, the 
index number being 87.6 in 1943. 
During the period covered, the man- 
power situation in this country (need 
we reiterate!) has changed radically. 
A buyer’s market has become a 
seller’s market. Therefore, there 
are many who might have expected 
a greater decrease than reflected in 
these figures. 

Please keep in mind that the fig- 
ures mentioned above include full- 
time, part-time, and brokerage con- 
tracts, and it is when we break down 
the available data and make separate 
tabulations for each of these. three 
types that we get some clue as to 
the reason for the trend noted above. 
Taking the number of contracts un- 
der each category in force on August 
1, 1939 as 100, we find that for full- 
time agents only the index dropped 
to 67 in 1943, for part-time agents 
it dropped to 77, while for brokerage 
contracts there was an actual in- 
crease, the total on August 1, 1943 
standing at 109. This shows clearly 
that the full-time contracts of Or- 
dinary have suffered a greater rela- 
tive decline than any other. It will 
be interesting to watch the trend in 
brokerage contracts during the years 
immediately ahead. 
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Manpower Today—Continued 


Induction and Termination Rates 


We next compared the induction 
rates and the termination rates for 
both Ordinary and Weekly Premium 
agencies. The induction and termi- 
nation rates are defined, respectively, 
as the number of new contracts and 
those terminated during the year 
divided by the number in force at 
the beginning of the year. Let us 
look, first of all, at the trend in Or- 
dinary agents—full-time only. For 
the year ending August 1, 1940 the 


induction rate was 33% and the ter- 
mination rate 36% —making a net 
loss of 34%; for the year ending 
August 1, 1942 the induction rate 
was 22% and the termination rate 
34% ; and for the year ending Au- 
gust 1, 1943 the induction rate was 
16% and the termination rate was 
31%. This summary indicates that 
the decrease of the total number of 
full-time Ordinary agents under con- 
tract is due to a marked decrease in 
the induction rate rather than to 
any extraordinary increase in the 
rate of terminations. 
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GLADYS SWARTHOUT 


They are making The Prudential Family Hour a Sunday atfter- 
noon institution on the radio. 


And they are making people more conscious of The Pru- 
dential, and what Prudential life insurance can do in guar- 
anteeing future security for their loved ones. 


She PRrupdentTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


HOME OFFICE 


JOSE FERRER 


NEWARK, NEW JERSEY 
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When we checked the contracts of 
agents selling Weekly Premium and 
Ordinary insurance, we found a dif- 
ferent situation. Since August 1, 
1939 the induction rate for this type 
of agent has actually increased from 
15% to 19% but the termination rate 
has increased even faster, from 17% 
to 24%, so that, as we have already 
noted, there is a net loss in the agents 
in force. 


W 


These figures have to do with the 
total number of agents in force. The 
next thing we might be interested in 
examining is the actual number of 
agents hired each year. Taking first 
the Ordinary agents, and assigning 
the index number of 100 to the {ull- 
time men put under contract in the 
year ending August 1, 1940 we find 
that this index dropped to 78 in the 
year ending August 1, 1941, to 59 in 
the year ending August 1, 1942, and 

























Miss Div 
ohn Hanec 


to 38 in the year ending August 1, ge 
1943. In other words, Ordinary com- 
panies are contracting at the present UST 
time not many more than one third of § | )romi 
the number of agents inducted in BJ alarm 
prewar years. The Ordinary and ij, pysi 
Weekly Premium companies show from th 
a different trend. The new contracts Bhecomins 
for this group in the year ending fH, . put 
August 1, 1940 being 100, the index Bhijjes in 
dropped to 97 in the next twelve Biated y 
months, and then started to go up. Biifferenc 
For the year ending August 1, 1942 Bn the I 
the index number was 107, and in Byhen th 
the year ending August 1, 1943 it Bhecomes 
stood at 122, which means that the Fojecmay 
Combination companies have 1- Bujo ren 
creased the number of recruits by 9 17;, ; 
more than one fifth as compared to Bejoe on 
the number inducted in the year end- Byer wcen 
ing August 1, 1940. bnd othe 
ict stil 
Ordinary Agents s 2 
kell. Nv 
Last year a special study was made fnemori 
of full-time Ordinary agents to de- Bhf adve. 
termine the percentage of termina- fkurance 
tions directly attributable to the war. fhe cha 
This survey showed that the propor- fhhe dest 
tion of agents who had left life in- Bt ener, 
surance to enter the armed services fRion tot 
or war industries was surprisingly fact yoy 
low—less than 25% of all termina- BPeirce 
tions were attributed to these tvo ftompar 
causes. This year the percentage fhe rec 
has increased to 35%. A breakdown. urn of 
further, of the figures of termira- fhucstio 
tions for reasons attributable to the Burance 
war shows that a much greater pro- fiime 
portion of Weekly Premium agerts hj. ‘yw, 
(Continued on page 52) why it 
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WARTIME 


Assistant Manager, Advertising Department, 
John Hancock Mutual Life Insurance Company 


based on a formula arrived at from 
a consideration of certain prosaic 
facts. 


Effects of War 


Even before Pearl Harbor it was 
apparent that the life insurance busi- 
ness was being affected by the war 
in four directions : 

1. The entry of men into the 

armed services. 

2. Great increases in earnings on 
the part of defense workers, 
and the earning of money by 
people not formerly employed. 

3. The entrance of women into 
industry. 

4. The loss of men in our agency 
ranks to the armed services. 

With these changes confronting 
us, the Hancock began what we have 
since come to term the “John Han- 
cock Continuing Study.” We took a 
look at our own sales records, which 
revealed that the peak of sales to 
men is reached at the age of 25 and 
that sales fall off from that point 
gradually up to the ages of 38 to 40 
and then fall off sharply. 

These records also revealed that in 
spite of the decrease in the number 
of sales from 25 on, the dollar vol- 
ume kept up to age 38, then fell off 
gradually to age 60 to 65. 

These facts made it obvious that 
there is a relationship between age, 
income and amount of life insurance 
carried—and suggested that the 
amount was also affected by the 
number of dependents, irrespective 
of incomes. 

To see how closely our experience 
and deductions paralleled general 
habits of life insurance purchase, we 


7s By MARGARET DIVVER, 
of 
irst 
ling 
ull- 
the 
ind Miss Divver prior to her association with 
the ohn Hancock in the capacity of a copywriter 
9 in ras engaged in newspaper work. In 1940 she 
and appointed Assistant Advertising Man- 
‘HBger. Among her hobbies are travelling 
t 1, broad; sailing, golf and painting. 
om- aes 
sent BW eUST the other day I heard a 
dof @ fF prominent retailer viewing with 
| in BJ alarm the post-war prospects in 
and His business. His worry stemmed 
how flirom the fact that selling is fast 
acts Becoming a lost art in shops besieged 
ling Biya public whose money is burning 
dex Bholes in its pocket. Customers, he 
elve Fated, will buy despite yawning in- 
049 lifference, or even spirited insults 
' Hon the part of clerks. He wonders 
d ™ Givhen the war is over and it again 
9 l Bhecomes necessary to exercise some 
the salesmanship if there will be anybody 
_ © Tivho remembers how it is done. 
s by Bl His plaint served to put a finer 
| (0 Hedge on the already sharp contrast 
end: Between the life insurance business 
and others in these times. Our prod- 
uct still has to be sold—and what is 
more important we still have it to 
ell. None of us has to search our 
nade Fmemories to recall when in the eyes 
) dle- f advertising men at least, life in- 
uia- Burance was an elusive intangible, 
war. Bhe challenge of many copywriters, 
pot Khe despair of more. But even before 
e in- Ht emerged from a shadowy abstrac- 
vices Bion to the solid substance of “a prod- 
ngly uct you still could sell,” Mr. James 
ia- Peirce, advertising manager of my 
{v0 Fompany, was beginning to look at 
tace Bhe record. Being of a practical 
owns Burn of mind, Mr. Peirce had long 
una Huestioned whether, even if life in- 
» Ue Kurance were, in the parlance of our 
Pr fime, something distinctly “out of 
> Bhis world,” there was any reason 
why its advertising should not be 
EWS 
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made a study through a national re- 
search organization consisting of 
6000 personal interviews with life 
insurance purchasers in various in- 
come and age groups throughout the 
country. 

Specifically we learned that men 
who earn from $40 to $50 a week will 
carry about twenty-five per cent 
more life insurance than those who 
earn from $30 to $39. Men who earn 
from $50 to $60 a week account for 
purchases of around 40 per cent more 
than those who earn from $40 to $49. 
Men who earn from $60 to $80 a 
week can be expected to carry fifty 
per cent more life insurance than 
those who earn from $50 to $59. 

Likewise, incomes being equal, men 
with one dependent buy 10 per cent 
more life insurance than men with 
none. Men with two dependents buy 
12 per cent more life insurance than 
men with one. Men with three de- 
pendents buy 25 per cent more life 
insurance than men with two. Men 
with four dependents buy 20 per 
cent more life insurance than men 
with three. 


Other Facts 


We discovered that of the men 
who buy one policy, three quarters 
will have bought this policy by the 
time they are 22. 

Of those who buy more than one 
policy, three quarters will have 
bought their second policy by the 
time they are 30. 

It is obvious from these figures 
that our market is affected by Selec- 
tive Service, because 18 to 38 is the 
real, normal insurance market, a fact 

(Continued on the next page) 





Wartime Advertising—Continued 


which became evident from a review 
of our own experience and that of 
the country at large. 

Another interesting fact revealed 
in the nationwide survey is that in 
more than 40 per cent of the cases 
where the second policy was pur- 


to do with salesmanship. The tend- 
ency to buy from relatives and 
friends is more marked in the life in- 
surance business than in any other 
which has been surveyed by the re- 
search organization we employed. 
This, we were convinced, is not a 
natural phenomenon, but an indica- 
tion of a weakness in life insurance 





Our 1942 advertising, therejore, | 
undertook two jobs—to appeal to the 
men with dependents based on the 
fact that coverage tends to increase 
with the number of dependents up 
to five regardless of income, and 
also to point up to him the fact that 
a John Hancock agent has been espe- 





chased from a different 
than the first, the shift had nothing 
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lic on the services of the agent. 





a physical condition, gained 
through hours of muscle-toughening 
work on difficult obstacle courses, 
makes the American boy "One of the 
Best” fighters in today’s World War. 


Among insurance companies, Central 
Life, whose modern Pension Plan for 
Agents became effective in January, 
1944, to provide the financial bene- 
fits of “social security” for Field Men, 
also is recognized everywhere as 
“One of the Best.” 


CenTRAL LIFE 


ASSURANCE a Oe Om ay ae 4 
(Mutual) 


HOME OFFICE + DES MOINES 


advertising in failing to sell the pub- 





cially trained to fit life insurance to 
the specific needs of his family—an 
individual problem, not to be solved 
by any cut and dried formula. The 
title of the first advertisement, “No 
Two Families Are Alike,” defined 
the theme of the whole campaign. 

We think the results of our 1942 
advertising, as testified by the Starch 
surveys, are conclusive proof that 
harnessing a copywriter to a set of 
facts does no more harm than put- 
ting an experienced jockey on a race 
horse. According to Starch, thes 
advertisements cost less per reade 
and had higher thorough readershi 
than we had ever received before. 
Against other advertisements in the 
book, we ranked among the top fif 
teen in every particular, including 
“seen,” “read some,” “read most” 
with the “read most” figures out 
stripping all the rest. 


Soliciting Older Prospects 


In planning our 1943 campaign, if 
seemed to be a sound deduction that 
most of the men from 30 to 38 in 
clusive who had no dependents would 
soon be out of the civilian marked 
along with the age groups of 18 and 
19 who have been included in th¢ 
extension of Selective Service. Th¢ 
fact that our 1942 sales showed that 
the decrease in dollar volume in thes¢ 
age brackets was less than the de 
crease in the units of sale indicate: 
that the men remaining in civilia! 
life who had dependents and who ha‘ 
been earning more money than 1 
normal times were being sold large 
policies. We, therefore, decided t' 
aim our 1943 advertising directly af 
the men over 38 with dependents. 

Since our findings had reveale 
that men at these ages and with de 
pendents would already have put 
chased some life insurance, we aé 
dressed them in terms of making: 
review of their holdings and meas 
uring them against new obligation 
and especially the responsibiitie 
placed upon civilians to support th 
war effort. 

(Continued on page 33) 
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HAT must one do in order 
to become professional? It 
has been my good fortune to 
now many successful underwriters 
sho are regarded by their associates 


theseand clients as being professional. I 
-adernow of no better way to answer the 
rshiy uestion than to give you a brief 


ymposium of their thought habits 
nd the type of activities which have 
p fifgproduced the professional status. It 
idinggs probable that much of what they 
st”—gpave told me as well as conclusions 
out4g have reached by observing their 

business conduct, cannot be found 

n textbooks. Nevertheless, I believe 
jou will agree with me that, by and 
arge, their individual procedure, 
vhen studied as a group, develops a 


fore, 
n the 

















en, it : : 
Y thaee™posite pattern which other am- 
2 ingpitious underwriters cannot afford 


0 ignore in charting their own path 
or success. 

These successful underwriters al- 
iost without exception have con- 
tructed the fabric of their profes- 
ional careers upon princivles which 
re embraced in three indispensable 
nd fundamental convictions. 
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Three Principles 


1. That life insurance salesman- 
hip can be successfully conducted 
pon a strictly professional basis; 
€., it may be so practiced from day 
) day that clients will seek profes- 
ional life insurance counsel in much 
he same way they seek professional 
rgal counsel. 

2. That in order to attain this pro- 
essional status, one’s every-day 
business activities must be animated 
y the same devotion, high purpose 
nd skill which characterize the day 
p day business activities of the doc- 
or, lawyer, preacher or any other 
professional man or woman. 
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BE PROFESSIONAL 


By LOREN STARK, C.L.U., 


Member, Million Dollar Round Table, Houston, 
Connecticut Mutual Life 


3. That there are no short-cuts to 
permanent success. There are no 
substitutes for training, knowledge, 
skill and hard work. 

What does a professional man do 
that causes people to seek and to be 
willing to pay for his services? One 
answer given to me was, “In addi- 
tion to knowing your business, the 
right sort of people must know about 
you, believe that you are tops and 
can be trusted.” Sounds simple, 
doesn’t it? However, the creation of 
such confidence and goodwill is usu- 
ally neither simple nor easy. What 
then is the specific procedure which 
these men follow to create the de- 
sired professional environment? 
Naturally, the locality and the per- 
sonality of the individual influence 
detailed procedure in each case, but 
there is a definitely uniform pattern 
embracing six characteristics which 
are common to all of them. Let us 
examine these six characteristics. 


Study Client's Problems 


(1) They pay a terrific price in 
time and effort to become informed 
with respect to every detail of—life 
insurance ?—oh no! but of the innu- 
merable problems with which their 
clients are confronted. This broad 
informational background  neces- 
sarily embraces a wide variety of 
knowledge—estate taxation, busi- 
ness relationships, estate organiza- 
tion and management, -wills, trusts, 
etc. Today they are finding it neces- 
sary to become informed regarding 
certain new business, social and eco- 
nomic problems such as contract re- 
negotiation in business insurance, 
governmental regulations in pension 
trusts, and a rapidly changing pan- 
orama of tax problems with respect 
to personal insurance. 


“Why is it necessary for a life 
underwriter to know about such 
things? These are the problems men 
are facing and for which they must 
in some way find a solution. If the 
underwriter can help them, they will 
come to him with their problems. 
The perfect solution in many in- 
stances, and the only solution in 
some cases, is to be found in the 
great institution which we represent 
—life insurance. 

(2) They plan each case with the 
same meticulous care which charac- 
terizes a surgeon’s preparation for a 
delicate surgical operation. Before 
using the knife, the surgeon subjects 
his patient to a number of tests in 
order to make sure that all condi- 
tions are favorable for a successful 
operation. The underwriter in pre- 
paring his case assembles informa- 
tion about the prospect, his family, 
his business relationships, his estate, 
his interests, etc. It may take a long 
time to assemble and verify this 
data, but when the time comes to 
begin operations—he is able to pro- 
ceed with a full understanding of the 
problems. Sometimes he organizes 
this information into a plan that is 
prepared with all the precision and 
refinements of an engineer’s report. 
Sometimes he uses it in a conference 
that is conducted apparently extem- 
poraneously; but always, his pro- 
cedure is based upon complete data 
that has previously been organized 
with minute care. 


"Conference Atmosphere 


“(3) The third characteristic 
which is common to these profes- 
sional type underwriters is their 
method of conducting interviews in 
the “conference atmosphere.’ These 

(Continued on page 50) 
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in 1943. The results achieved, which reflect outstanding team- 


work between an alert field organization and the services of 


this Company, are indicated by the following items taken from 


the Annual Statement: 


1. Insurances and Annuities in Force ..... $759,131,250 
2. New Business Placed .........:...., 101,022,443 
Se MINOR 20570 civics Ievarevsishonereia ease ena eiscale 203,789,801 
II iit aaa hdc nie neared bikehandes 195,462,751 
5. Capital, Contingency Reserve and Surplus 8,327,050 


A complete report, showing the strong position of the Com- 
pany, is available. Again, it gives striking evidence of how 
men and women in the United States and Canada are making 


financial provision for their own future security. 


OL, GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE o WINNIPEG, CANADA 
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, \CK in 1926 the late Will 

Rogers, in planning his first 
y trip abroad, applied for a pass- 
xt and was turned down because 
had no birth certificate. You 
ill recall that Mr. Rogers was 
mn in what was then Indian 
erritory—now Oklahoma—where 
te need for registration of births 
d not yet become common knowl- 
ige. A little annoyed with this 
lay, Mr. Rogers wrote an article 
} which he included his now famous 
atement “when you see a boy run- 
ing around with a pair of pants 
, or without ’em for that matter, 
is pretty good proof that he has 
en born.” 


Humor Changed 


This bit of dry good-humor, so 
pical of its author, undoubtedly 
used many a hearty guffaw among 
ie millions of us who admired him. 
ut it also caused concern in some 
wernment circles—it hurt birth 
gistrations throughout the United 
tates and Mr. Rogers was ulti- 
ately prevailed upon to change his 
atement to “when you see a boy 
nning around with a pair of pants 
, or without ’em for that matter, 
is pretty good proof that he has 
en born—but it does not prove 
hen, where at, or who to.” 
Mr. Rogers’ impatience with the 
vernment’s method of establishing 
le identity and citizenship of a 
tssport applicant illustrates a par- 
lel which we often have experi- 
ced in the life insurance business 
the policyholder or agent’s reac- 
n to the life insurance company’s 
torts to establish the correct age 
the insured, beneficiary, or annu- 
nt. But it is a hopeful sign to 
pte that when he became sufficiently 
formed, Mr. Rogers did appreci- 
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of AGE 


By R. J. PEPLAW, Superintendent, Beneficiary Income, 


and Recording and Disbursement Divisions, Aetna Life 


Graduated from the University of Minne- 
sota and became associated with the com- 
pany in 1928. He became supervisor of the 
Beneficiary Income Division in 1935; similar 
duties with respect to the Recording and 
Disbursement Division were added in 1937. 
He became Superintendent of both divisions 
in 1940. Mr. Peplaw is an Associate of the 
Life Office Management Association, a 
golfer and a Past President of the com- 
pany's Men's Club. 





ate the reasonableness of the govern- 
ment’s requirements. Maybe we can 
hope for a similar response from our 
policyholders and payees. 


Right Age Vital 


In the issuance of a life insurance 
contract, the correct age of the in- 
sured is such a vital factor that it 
seems almost amazing that for all 
these years practically all of the life 
insurance companies in this country 
have required no proof of the in- 
sured’s date of birth unless in cor- 
respondence, claim papers, or other 
confidential reports the stated age 
of the insured differed from that 
given in the application. 

There are many practical reasons 
why this practice has not been 
changed and why this is not the 
right time to adopt a policy of re- 
quiring proof of the insured’s date 
of birth at the time of application. 
Practically all companies in Canada 
and the United States, in issuing an 
annuity contract or a settlement con- 
tract to pay life income, do require 
proof of age at the time of the ap- 
plication or before the payments 
under the contract begin. 

In recent years government legis- 
lation on old age pensions and social 
security benefits has given impetus 
to the establishment of birth rec- 
ords. It is a common practice now 
for the government agencies, Fed- 





eral and State, to seek birth-date 
information from the data accumu- 
lated with the life insurance com- 
panies. 

Also, since the start of the War 
many defense industries require a 
birth certificate as a pre-requisite 
to employment. 

The net result of this is that 
many people are becoming more 
birth-certificate conscious. Many 
are seeing their birth certificates 
for the first time with surprising 
results—to themselves and to the 
insurance companies. Within the 
past few years our company 
has had to adjust many life insur- 
ance and annuity contracts because 
the age of the insured or payee has 
been misstated. The misstatements 
have ranged from 12 years younger 
to 15 years older than the correct 
age. And we are now investigating 
a straight life annuity case where 
it appears that the age of the annui- 
tant has been misstated by 23 years 
older than the correct age. If this 
proves to be true, we already will 
have overpaid the annuitant several 
thousand dollars. 

Obviously, this situation is givmng 
the life insurance companies some 
concern, for the great majority of 
contract adjustments on account of 
misstatement of age are unfavorable 
to the company—favorable to the 
insured or payee. 





Suggestions 


You will undoubtedly agree that 
the need for correcting this condi- 
tion is urgent; possibly you will 
also agree with the suggested cor- 
rective methods ; and most important 
of all, maybe you will adopt the 
practice of encouraging your clients 
to obtain the best available proof 

(Continued on the next page) 
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Proof of Age—Continued 


of age and thereby add a valuable 
asset to your own policyholders’ 
service. 

In any discussion of the problem 
of obtaining the best available proof 
of age the question of just what is 
the best available proof is invariably 
raised. What will the insurance 
company accept as the best available 
proof? 


Although most companies now 
have pretty much the same attitude 
on this question, the answer depends 
so much upon individual circum- 
stances. In the absence of an official 
birth certificate or baptismal record 
the company’s decision regarding 
the acceptance of age depends a 
great deal upon the type of cor- 
roborative evidence furnished—and 
above all, upon knowing what efforts 
were made by the agent or policy- 








e Participating 
e@ Non-Participating 
e Salary Savings 


e Juvenile 
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YOU CAN'T STOP A TANK 
WITH A SLING SHOT 


... but with General American Life Multiple Line 
coverage you can collect for yourself extra com- 
mission dollars that normally go to competitors. 


e Annuities 
e Sub-Standard 
e Group Life 


e Wholesale Insurance 


e Commercial Accident and Health and Hospitalization 
e Group Accident and Sickness 
e Group Accidental Death and Dismemberment 


e Employee and Dependents Group Hospitalization with 
Surgical Procedure Benefits 


GENERAL AMERICAN LIFE 


INSURANCE COMPANY 


Saint Louis, Missouri 
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holder to obtain documentary proo 

We know that in this countr 
there are approximately 40,000,00( 
people who cannot obtain that mos 
satisfactory, self-evident proof o 
age—an official birth certificate o 
baptismal record made within a shor 
time after birth. On the other hand 
except in a few instances where thé 
person whose age needed proo! wa 
born in one of the eastern Euro 








pean countries, we have always bee 
able to obtain some reasonable proo 
of age if a serious effort has bec 
made to secure it. It has sometime 
been difficult and has often calle 
for patience and resourcefulnes: 
but when the policyholder or paye 
and the life underwriter have giver 
us their full cooperation the result 
have been excellent. 

Recent surveys of the records 0 
a number of companies show tha 
more than 90 per cent of the peopl¢ 
who are required to state their age 
on important papers make an ab 
solutely accurate statement. Of th¢ 
remaining 10 per cent a great man 
give this information to the best o 
their knowledge. This suggests that 


in the absence of intent to defraud 


when an insured or payee misstate 
his age one of the following con 
ditions is likely to be true: 

1. He has never had occasion t 
prove his age and therefore ha 
made no search for essential dat 
relating to his birth; 

2. No insurance  representativ4 
has ever explained to him the im 
portance of establishing his date o 
birth for his insurance record. H¢ 
has never realized that failure to d 
so may cause delay in settlement 0 
his death claim, and cause incon 
venience and possible financial em 
barrassment to his beneficiary 

3. He does not wish to bothet 
with a matter which at the momen 
seems trivial to him; 

4. He has already made an at 
tempt to obtain proof of his age bu 
for one reason or another has beet 
unsuccessful. 

In any of these cases the alert lif 
underwriter can be of material serv 
ice—not only to the policyholder an 
the insurance company, but also t 
himself, if he takes the long, an 
not the short, view. Policyholder 
place great confidence in the aget 
to whom they give their busines 
and rely upon him more than anyon 

(Continued on page 39) 
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CONTINENTAL AMERICAN 


wt Wartime Report 


to the Many Friends of 


CONTINENTAL 
LIFE INSURANCE 


N TIME OF WAR, the demand for security reaches a new 
high. Life insurance is called on, not only to maintain 
itself as a bulwark of financial strength, but also to extend 


ts services. Continental American’s answer to this wartime 
hallenge is reflected in its 1943 record. Here is the story: 


Special Mortality Contingency Reserve, to cover the possi- 
bility of any greatly increased death rate because of war— 
$800,000, over and above surplus. 


Surplus, long among the highest in proportion to assets— 
at a new high total of $1,748,010.79. 


Payments to policyholders and beneficiaries—nearly 2 
million dollars. 


Assets at an all-time record high—$36,268,123.15. 


First Year Premiums for insurance and annuities—the 
largest in the history of the Company. 


New Insurance (excluding annuities) 15% over 1942, 
despite a substantial reduction in our field force due to 
the war. 


Insurance in Force—$154,547,985, the largest total in our 
36-year history, representing a gain in force 66% greater 
than 1942. 


Lapse—the lowest we have ever experienced. 


We pay tribute to our loyal Policyholders, Field Represen- 
latives, and Home Office Staff, to whom is due all credit 
ior our present enviable position. 


WILMINGTON 
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AMERICAN 


COMPANY 





36th ANNUAL STATEMENT 
December 31, 1943 


ASSETS 
Bonds: U. S. Government. ...... $10,280,102.80 
Canadian Government. . . 98,441.96 
State, County and Municipal. 1,041,128.23 
| Ee ee 4,557,829.64 
a 517,310.61 
a 66,027.67 


TOTAL BONDS $16,560,840.91 
First Mortgages on City Properties. . $12,298,479.56 


First Mortgages on Farms. ......- 110,753.28 
Home Office Property ........ 788,586.80 
Other Real Estate....... on ae 109,043.50 
Preferred and Guaranteed Stocks. . 770,535.00 
COMER EIEN a0 6 6c ees a6 44,580.00 
Policy Liens within the Reserve. ... 3,823,118.60 
SS rrs ty yee re eee 1,762,185.50 
TOTAL $36,268,123.15 
LIABILITIES 

NOAIN sac 4 a obs o> 4m $32,470,776.21 

Reserved for Policy Dividends, Taxes, 
NIE Sashes io soos hoes aaa ae a hae Psa 469,893.27 
Contingency Reserves—lInvestments . 141,912.88 
—Mortality . . 800,000.00 


TOTAL LIABILITIES, EXCEPT CAPITAL $33,882,582.36 
Capital Stock . . .§ 637,530.00 


eae 1,748,010.79 
TOTAL SURPLUS AND CAPITAL 
EE ase wie we ee 2,385,540.79 
TOTAL $36,268,123.15 
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UNIT OF THE 


CCH WAR LAW SERVICE 


So Here is that “red-hot” regulation, that latest 
— ruling, that brand-new form, that last- 
minute change or development. For sound planning, 
accurate decision, trouble-free action in wartime busi- 
ness relations with the federal government, the safe, 
the sensible practice is to follow today’s law, today’s pro- 
cedure as set forth in the GOVERNMENT CONTRACTS 
Unit of the CCH War Law Service. 


jean Renegotiation? Amendment? Termination? 
E 


Loose leaf, kept up to the minute always, it provides 
at all times the “last word” in law or regulation, the very 
latest in form or ruling. And not the bare announcement 
of its existence, but the full text usually of the actual 
material itself as released by the authorities! 


Subscribers for this Service always know the what-to-do 
and why-to-do-it of Army Procurement Regulations (PR's), 
Ordnance Procurement Instructions (OPI’s), Navy Regu- 
lations, allowable costs, VT loans, modification, 
renegotiation, termination, and all the rest. 





COMMERCE) CLEARING; HOUSE; ING. 


PUBLISHERS OF LOOSE LEAF LAW REPORTING SERVICES 


NEW YORK | CHICAGO | WASHINGTON 4 
Empire State Bldg. 214 N. Michigan Ave. Munsey Bldg. 
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beasonable Proof of Total Disability 
eld Prerequisite to Recovery Under 
sability Provisions of Life Policy" 


HE New York Life Insurance 
Company issued to C. V. Nalley 
0 policies of life insurance con- 
ining certain provisions for waiver 
premiums and payments for total 
sability. The policies were lapsed 
i” non-payment of premiums in 
ecember 1937. Insured made ap- 
ication for reinstatement of the 
licies and after medical examina- 
on the policies were reinstated. 
ut the insurance company declined 
) reinstate the policies with the 
isability and double indemnity pro- 
sions as first written. In 1938 at 
@ written request of the Insured 
e policies were reinstated with the 
puble indemnity and disability pro- 
sions voided, and the company 
turned to the Insured the portion 
f his tendered premium charged 
it the voided double indemnity and 
isability coverage. The Insured 
cepted the refund and has since 
kid premiums on the policies as 
instated. 

In June 1940 counsel for Nalley 
formed the company that the In- 
ied was then in the hospital, that 
was totally and permanently dis- 
‘led, and had been so disabled since 
heart attack in 1935, and that not- 
ithstanding the endorsement void- 
g the disability and double indem- 
ty provisions of the policies, the 
isured was demanding disability 
nefits and waiver of premiums 
der the terms of the policies as 
iginally written. This letter of 
unsel was the first notice the in- 
irance company had of any claim 
it alleged disability of the Insured. 
alley filed suit and sought (1) 
scission of the elimination of dis- 
ility and double indemnity provi- 
bns ; (2) reformation so as to hold 
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By O. D. Brundidge of Chrestman, Brundidge, 
Fountain, Elliott & Bateman, Dallas, Texas. 


in full force and effect the disability 
and double indemnity provisions as 
originally written and a declaration 
that the agreement to omit such pro- 
visions was void because of fraud 
and failure of consideration; (3) re- 
covery of $15,600.00 disability bene- 
fits and refund of $3,901.60, the 
premiums paid since May 1935 when 
he became totally and permanently 
disabled. The United States District 
Court denied the relief prayed for 
and the Circuit Court of Appeals 
for the Fifth Circuit, on October 18, 
1943, affirmed the decision of the 
Trial Court. 

The policies contained the usual 
provisions that “upon receipt at the 
company’s home office before de- 
fault in payment of premium of due 
proof that the Insured is totally dis- 
abled . .., the following benefits 
will be granted. 

“(a) Waiver of premium.—The 
company will waive the pay- 
ment of any premium for 
and due during the period 
of continuous total dis- 
ability. 
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‘(b) Income Payments.—The 
company will pay the In- 
sured the monthly income 
stated on the first page 
hereof ($10.00 per thousand 
of the face of this policy) 
for each completed month 
from the commencement of 
and during the period of 
continuous total disability.” 

The policy further provided if 

default in payment of premiums re- 
covered after the Insured has be- 
come totally disabled, the policy will 
be restored and the benefits be the 
same as if default had not occurred, 
provided due proof of total dis- 
ability is received by the company 
not later than six months after such 
default. 

The Circuit Court of Appeals in 

its Opinion says: 

“The quoted provision as to 
notice rears a condition precedent, 
and where, as here, no fraud is 
shown, and no compliance with 
the express terms made, the in- 
sured may not recover the claimed 
benefits and premium waiver. 
These provisions of the policy are 
couched in clear and unambigu- 
ous language and should be given 
effect as written.” Nalley v. New 
York Life Ins. Co., 138 F. (2d) 
318. 


Insurance Company Is Under No 
Obligation to Make Loans to 
Beneficiary of Life Policy 


ORA TYE paid the premiums 

on a life insurance policy on the 
life of her husband for 11 years 
during which time they were sepa- 
rated but not divorced. Because of 
the non-payment of premiums due 
November 1937 the policy lapsed. 
The Insured died in April 1938. 
The beneficiary sued on the policies 

(Continued on the next page) 
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Legal Spotlight—Continued 

and to avoid the lapse. The Supreme 
Court of Kentucky held against the 
beneficiary in Metropolitan Life Ins. 
Co. v. Tye, 288 Ky. 750, 157 S. W. 
(2d) 274. Upon a return of the 
case the plaintiff amended her peti- 
tion and sought to recover $1,500 
as damageS. The Trial Court ren- 
dered judgment in her favor for 
$1,400.00. 

The beneficiary alleged that the 
agents of the insurance company 
wilfully and purposefully misled and 
deceived the plaintiff by inducing her 
to believe that the company was able 
to and would make her a loan on 
the policy for the payment of the 
semi-annual premium then due when 
it did not in good faith intend to 
make such a loan, and thus lulled 
her into security; that in pursuance 
of the plan the company withheld 
the policy until after the expiration 
of the days of grace in which pay- 
ment of the premium might have 
been made; and that but for such 
deceit, misrepresentation and fraud 
she would have obtained the money 
elsewhere and paid the premium 
in time to have kept the policy 


in force, and that the lapse of the 
insurance was the result of that 
fraud and deception. 

About six months before this 
transaction the beneficiary had had 
her application to borrow $50 re- 
jected because the company could 
not locate her husband or he refused 
to agree to the making of the loan 
to her. 

The Court of Appeals of Ken- 
tucky held that there was no obliga- 
tion upon the company to make loans 
upon the policy to the plaintiff as 
beneficiary, for she had no vested 
interest in it nor any right to borrow 
upon it; and that there was no es- 
toppel against the company for she 
could not have been misled since 
she had learned this absence of right 
by the denial of her application for 
a loan in the previous July. The 
court further held there was no 
cause of action for damages because 
to constitute a tort not only must 
a duty and right exist but there 
must be conduct constituting a 
breach of duty and a violation of a 
right. Nor can the cause of action 
be planted on the company’s failure 
to keep a good faith promise made 





without consideration. It is not dd 
ceit, misrepresentation or frat 
merely to break a promise. (Co 
lins-Moore & Co. v. Clement, 2: NLE: 
Ky. 731, 736, 77 S. W. (2d) Wt 
The court said: minded 
“Instead of an absence of goofy take a 
faith, we think the evidence show rship, th 
the company endeavored to helfts preser 
the beneficiary by locating anfomic pic 
trying to get the insured to waivg 
the right, which he alone coul 
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futual 
do.” The judgment of the Tridyy, add 
Court was reversed. Metro polita§oy{eren 
Life Ins. Co. v. Tye, 175 S. Welsruary 
(2d) 366. “The : 
Var vet 
TO WALK ASSURED fic war 
rreater | 
GENT: “Mr. Prospect, whalhomic s 
does the word ‘security’ mean t@\r. Ste 
you? Merely comfort in your lifahe;; wi: 
time, or continued comfort for thosfhhe Am 
you love, after you are gone?” iom of ¢ 
Prospect: “Both, of course.” Berprise 
Agent: “You provide that comity they 
fort now. Our Family Income poll “Som 
icy would provide it if you shoul@pore th: 
be taken. So you are the one wh@_ have 
can make that answer ‘both’ meafiytures 
something.” —Prudential. looking 
surance 








You’re Selling MORE Than 
Just Insurance! 


Dear Joe, 


Thanks a lot for my peace of mind! 
Perhaps that sounds queer after I 
avoided discussing insurance with you 
. . . and tried to wiggle out of buying. 
Really felt I couldn’t afford it. But I 
never realized how secure and prepared 
a life insurance policy can make a fellow 
feel. Frankly, I’ve hardly missed the 
small payments. And no more worries 
now about Mary and the baby if I’m not 
here to take care of them. Buddy, that 
means a lot! 

Sincerely, 


Mike 
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ISAAC MILLER HAMILTON 


WORKING WITH FEDERAL 


One of the joys of the medium size 
insurance company is the pleasure of 
working with the men in the field. 


And the field man works with and not 
for the company. He is not a more or 
less anonymous letter or number in 
a file, but a friend and associate 
with whom we enjoy frequent personal 
contacts. 


at 
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LIFE INSURANCE COMPANY 


hairman President 


CHICAGO 





L. D. CAVANAUGH 
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t, 24 yNLESS insurance executives 
lL) 1. 2 Nes “open-minded, _research- 
minded and public-minded enough 
| goof take a position of aggressive lead- 
rship, the industry will fail to hold 
s present place in the nation’s eco- 
omic picture” according to John A. 
stevenson, President of the Penn 
lutual Life Insurance Company, 
sho addressed a regional wartime 
onference of Company leaders in 
‘elruary at the Hotel New Yorker. 
“The American people—especially 
var veterans—will emerge from 
he war with a greater urge and a 
treater determination to have eco- 
jomic security than ever before,” 
Ir. Stevenson said, ‘‘and it will be 
heir wish to attain that security in 
he American way—through free- 
lom of opportunity, freedom of en- 
erprise and self-reliance—but secu- 
ity they will have. 

“Some 68,000,000 policyholders— 
nore than half the people of America 
-have entrusted their economic 
futures to our keeping. They are 
looking to the institution of life in- 
surance to safeguard their interests. 
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United Life and Accident 


Insurance Company 
CONCORD, N. H. 


Representatives Have 
Something Unusual To Sell 


Ask the man who owns a United 
Life and Accident Insurance 
contract which contains: 


1. Life Insurance 

2. Double Indemnity 

3. Triple Indemnity 

4. Non-cancellable 
Accident Insurance 


gl 


. Waiver of Premium 








For Details Write 
WILLIAM D. HALLER 


Vice President and Agency 
Manager 
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TAKE THE OFFENSIVE 


These insurance owners have staked 
a Claim in the future of America. In- 
surance companies have subscribed 
to the limit in the war effort to insure 
physical safety for our people but we 
also must safeguard their economic 
safety. 

“The ultra-modern economists 
who preach the doctrine of our coun- 
try’s mature economy often cite life 
insurance as a business which has 
reached this state. With this point 
of view I thoroughly and _ heartily 
disagree. Our business is only ma- 
tured if we surrender to defeatism— 
if we are blindly and arbitrarily in- 
flexible in our approach to changing 
conditions—if we offer rheumatic 
resistance to the new and the modern. 
Expanding our business into unex- 
plored territory will demand ingenu- 
ity, research and perhaps practice in 
the use of unfamiliar tools. But be- 
cause of the potentialities of life in- 
surance service there are plenty of 
frontiers for our business to conquer. 

‘Personal security is our business. 
If we do not assume leadership we 
cannot complain if we are pushed in- 
to a secondary place. We cannot 
afford to sit back and wait for things 
to happen. We cannot remain static 
and expect circumstances to shove 
us into dominance in the postwar 
picture. We must be alert and vig- 
ilant and we must learn that we can- 
not apply yesterday’s formulas to 
today’s problems. The next ten years 
probably will be the most significant 
era in life insurance history.” 


Research and Strength 


“The life insurance companies 
will not meet future conditions just 
by wishful thinking,” he said. “We 
will meet them only if we keep 
abreast of changes. We should begin 
exhaustive research and new devel- 
opments now so that we can meet 
future public needs in a new type of 
world. We dare not adopt a patron- 
izing ‘take-it-or-leave-it’ policy. The 
recent growth in the number of indi- 
vidual retirement plans and indus- 
trial pension plans is indicative of the 
realization of the need for develop- 
ment in our business. We should in- 
itiate more new services and not wait 
supinely until we are forced into 
them by public demand. 


“In the competition of the postwar 
world only the strong will advance 
and the strong will be those who 
make a substantial investment in re- 
search and arm themselves with fac- 
tual ammunition to conquer new busi- 
ness frontiers. There is need for a 
research and managerial aggressive- 
ness in life insurance such as the 
business has never known before. 
Only by forward-looking progressive 
management and a realistic approach 
to our problems can we hope to just- 
ify the faith placed in us by the many 
millions of Americans who own in- 
surance and look to us for their 
security.” 


FATHER DRAFT 


LMOST half the fathers in the 

United States with dependent 
children are of draft age, according 
to the statisticians of the Metropoli- 
tan Life Insurance Company, who 
base their figures on reports from 
the last census. The data shows 15,- 
700,000 fathers with wives and chil- 
dren under 18, and of this total, 
7,000,000 were at ages liable to mili- 
tary service. 

More than half the husbands un- 
der age 25 are fathers, and about 
three fourths of those between ages 
30 and 37 support at least one child 
under 18. The statisticians show 
also that ‘when the husband is un- 
der 30 years, practically all the chil- 
dren are under age 10, and many 
years away from self-support. In 
cases where the family head is be- 
tween 30 and 34, about four fifths 
of the families are composed en- 
tirely of children under 10 years of 
age.” . 

“The responsibility for the future 
population of the country rests 
mainly upon men who are still fairly 
young or in middle life,” the statisti- 
cians point out. “Ordinarily these 
men provide for the current needs 
of their families and, in addition, for 
the contingency that their earning 
capacity may be curtailed because 
of physical disability, or terminated 
by death. Today, however, war has 
thrust upon large numbers of young 
family heads the paramount duty of 
entering the armed forces at a sacri- 
fice to themselves and their depend- 
ents. At the same time, the Nation 
is providing generously for the needs 
of these families.” 
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$74,783,430.23 Paid Policyholders and Beneficiaries Since 1887 
ASSETS LIABILITIES 
Bonds (Amortized Value) ............. $24,265,490.94 ee rT rere $34,005,150.89 Low 
U. S. Government ........ 10,276,175.00 Death Claims Unpaid (Including $25,000 
State and Municipal ...... 1,879,766.80 MME, S460 20,0 Ais hans cen baeb axieats 92,412.00 
re .. 3,437,090.15 Dividends at Interest, and Premiums and 
Public Utilities .......... 6,389,775.50 Int. in advance and accounts accrued. 647,960.15 I she 
Federal Land Bank and Dividends to Policyholders Payable in format 
eee eae 644,328.50 1944 and Deferred Dividend Reserve.. 2,088,788.36 er 
I 5 ooo s atbienscadiaveiiie 1,638,354.99 TROUT WO TOT DOMES onc oie kao scsccasacns 200,000.00 cost um 
NN NNN 555 5'o,4.4 b.a:hi0.ac0 wiaierace.scarmis a bas 4,766,431.70 Agents Retirement Fund .............. 54,813.04 the hie 
IR re 8 i ee ed 6,074,016.24 Miscellaneous Small Accounts and Sus- and als 
BNE ico cesaleiaia bia Ksie elanaeinis 3,689,833.14 NII sai 6 65 os oA lsia dle =o eve 80,213.61 arenesti 
NS esis eos haan’ 180,045.00 none deter 
A or aes 2,204,138.10 $37,169,338.05 guaray 
rrr ee 5,504,055.88 
eer ere 4,129,958.99 Surplus from Dividends from Trustees. . 14,955.85 One 
Contracts of Sale ......... 1,339,828.06 Participating Contingency Reserve ..... 1,472,626.51 low me 
Home Office ............. 34,268.83 SRN son ceva ncdinc bs gcc a.cdaxawae 500,000.00 ; Niegiiee 
SE OE BD onc eica case neevase. 927,600.99 i ar aE aan as 3,206,672.06 by rel 
Accrued Interest and Rents (less non- sults. 
GMEACIOE TEOMA ooo. 5 0500055000000 465,709.53 ductec 
Deferred and Unreported Premiums ... 359,441.64 aie 
Due from Reinsurance Companies ...... 845.55 am 
——————— que are 
$42,363,592.47 $42,363,592.47 portal 
taken 
Paid Policyholders and Beneficiaries in 1943 ................. $ 2,413,874.18 is oft 
Insurance Issued and Revived During 1943 .................. 18,339,269.58 “ x op 
Insurance In Force December 31, 1943 (paid for basis) ......... 142,632,125.99 io 
rN eS ahaa es Pha yaks bobbie ta alasbniis wie $6,667.339.36 tye 
I eds inte ghd re Baers ok deans Muvata Mon Sa hen erie 4,801,420.93 “eer 
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eg ee ra ra $1,865,918.43 a SI 
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Low Net Cost and Stockholders’ 
Dividends 


! should like some explanatory in- 
formation concerning the low net 
cost in the Blank Life in relation to 
the high dividends to stockholders 
and also considering that the interest 
curnings on the reserve are under the 
guaranteed rate; etc. 


One cannot easily explain the very 
low net cost results of this concern 
by referring to its operational re- 
sults. The company has been con- 
ducted on a strictly orthodox life 
insurance basis insofar as its policies 
are concerned. There is one im- 
portant item however that should be 
taken into consideration but which 
is often overlooked when reviewing 
its operations. We refer to the fact 
that this company when originally 
organized had ample financial back- 
ing and at the same time, and this 
is even more important, had already 
in existence, because of its plan of 
operation, many favorably inclined 
prospective policyholders, namely 
those associated with the non-profit 
association and its cooperative ac- 
tivities—as you know this associ- 
ation owns control of the life insur- 
ance company. This feature is often 
disregarded but it is of the greatest 
importance. Insofar as agency op- 
erations are concerned the company 
had another advantage in that it ap- 
pointed certain key contact men as- 
sociated with the cooperative 
organization as its agents or rep- 
resentatives and these latter had ac- 
cess to a very large body of indi- 
viduals favorably inclined toward 
the cooperative movement and this 
association in particular. That is the 
reason why very large amounts of 
life insurance were originally issued 
without great expense and also ex- 
plains why this condition is continu- 
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ing to a very large extent. This 
company, therefore, had advantages 
that very few life insurance com- 
panies start off with and these ad- 
vantages still exist. On top of this 
the company has been very well run 
and because of its multiple manage- 
ment set-up it has had the advantage 
of good management at low cost. 

The answer, therefore, to the low 
net cost rests with the unusual ad- 
vantages it had at organization and 
which are continuing, plus its effi- 
cient management and economical 
operations, and the very low mortal- 
ity ratio. The mortality itself is 
not, as you say, responsible for all 
of the earnings of the company 
Since its very low expenses contrib- 
ute large sums to annual earnings 
because of the loading situation. 
Very few companies the age of this 
one could perform at as low an ex- 
pense but here again as previously 
explained this is for special reasons. 
The company does not have an ex- 
clusive option on good management 
or the only plan of economical oper- 
ation but nevertheless these two 
things do exist. No doubt other 
companies if operated on the same 
basis with the same opportunities 
would show at least similar results. 
It is also true, as you state, that as 
time goes on and the company grows 
it is very likely that the proportion- 
ate mortality gains will reduce some- 
what as the members get older on 
the average and the volume of new 
business may not keep pace with the 
older members at the same rate as 
is now being experienced. 

The company can claim one of 
the fastest growths in the history of 
life insurance in this country, and 
it does not appear to be appropriate 
to criticize severely the dividends 
paid to stockholders to any great 
degree, particularly in view of the 
fact that the company has been 








building surplus very rapidly and the 
policyholders are amply protected. 
If these substantial dividends to 
stockholders had been taken out of 
the company at a time when surplus 
was not keeping pace with growth, 
then criticism could be applied and 
properly so, but not as the situation 
exists. The first consideration in 
any situation of this nature must, of 
course, be the safety of the policy- 
holders and in this particular in- 
stance that feature has been amply 
protected. The dividends of Blank 
Life paid to stockholders go to a 
non-profit organization which uses 
these perhaps in some cases in com- 
mercial competition in its coopera- 
tive activities. We need not explore 
the political and sociological im- 
plications here since we are limiting 
ourselves to a discussion of the life 
insurance company. 

You mention as a possibility that 
the policyholders’ interests would 
have been served better if the divi- 
dends to stockholders of the life 
company had instead been employed 
to increase or strengthen the reserve 
basis of the policies. This appears 
to be an academic and theoretical 
question and would be strictly a 
matter of opinion. If there were any 
doubts about the safety of the re- 
serves in the life company or its 
surplus position you could make a 
point for debate but as the situation 
exists it appears that the reserves, 
insofar as anyone can forecast, are 
adequate, particularly in view of the 
large surplus position. You refer to 
“fantastically high dividends to 
stockholders at the same time that 
the interest earnings on the reserve 
are under the guaranteed rate.” The- 
oretically interest earnings on the re- 
serves in a life insurance company 
could be non-existent and it would 
be possible for said company to still 

(Continued on the next page) 
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The Connecticut Mutual 
Record for 1943 


New Insurance ‘Paid For $102,649,366 — 
7.9% greater than 1942 


Gain in Insurance in Force $59,662,247 — 
40.5°% greater than gain in 1942 
Insurance in Force $1,225,835,932; 
Policy Reserves and Policyholders’ Funds $462,041,949 


Payments to Policyholders and Beneficiaries 
in 1943 — $28,894,566 


Ginanciat Statement 


AS OF DECEMBER 31, 1943 


ASSETS 

Cash in Banks. . - « $ 7,462,704 
Bonds: U.S. Government Obligations ; 55,789,234 

Other Bonde... . « . 191,234,499 
Stocks (Market Value) . . . a 17,421,931 
Mortgage Loans . .... . « . 183,585,533 
Policy Loans... ay eo a 26,403,571 
Home Office Property | a ae 2,550,000 
Other Real Estate. . 1,601,520 
Interest Due $192,741 and Accrued $4, 549, 389 4,742,130 
Net Outstanding and Deferred Premiums . 7,278,746 


TOTAL ADMITTED ASSETS . . . . $498,069,868 


(Securities :arried at $200,000 in the above statement are depositec 
for purposes require: by law) 


LIABILITIES 


Policy and Contract Reserves . . . . $394,923,301 
Policyholders’ Funds Left with Company: 

Under Optional Settlements $43,192,698 

Dividend Accumulations . 19,006,853 











Advance Premium Fund . 4,919,097 
67,118,648 
Reserve for 1944 Dividends to Policyholders 5,700,000 
Reserve for Taxes Payable in 1944 . . , 1,750,000 
Liability for Outstanding Claims . . . 1,304,558 
Miscellaneous Liabilities . . . 2... 1,a15:772 
TOTAL LIABILITIES . .. . . $472,112,279 

Market Fluctuation and Investment fies. 
tingency Reserve. ee Oe sf 2,664,429 
Mortality Contingency Reserve ee * ow 1,500,000 


es « ks a St Ok a Oe ee 21,793,160 


© « « $498,069,868 


LIFE INSURANCE COMPANY Hartford « 


, a a a a ee 
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Service Information—Continued 


pay dividends to stockholders by 
reason of earnings from cther 
sources than excess interest, to wit 
mortality savings and loading say- 
ings, if these were in sufficient 
amounts. If however the payment 
ot such dividends brought about a 
decline in surplus that might very 
well be classified critically, par- 
ticularly if long continued to the 
point where the policyholders’ in- 
terests were definitely and adversely 
affected. Stockholders in a life in- 
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surance company cannot just be 
booted into the dark and disregarded 
entirely because they are entitled to 
certain rights and provided, oi 
course, they properly manage their 
enterprise and at all times have a 
full appreciation of policyholders 
interests. Their position is a legiti- 
mate one and should not be subject 
to adverse criticism merely on the 
score that they are “stockholders.” 


10 Year Temporary Annuities 


Advise if there are any companies 
that will issue a 10 Year Temporary 
Annuity with a Refund provision’ 

So far as we have been able to 
ascertain, there is only one company 
that will definitely issue such a con- 
tract, and that is the Manufacturers 
Life of Toronto, Canada; the Can- 
ada Life, also of Toronto, will con- 
sider the issuance of such a contract. 
The Sun Life of Montreal issues a 
policy of this nature but for a period 
of 15 or 20 years only. The follow- 
ing companies will issue a 10 Year 
Temporary Annuity without the Re- 
fund provision: Columbus Mutual, 
Dominion Life, Great-West, Lincoln 
National, Manhattan, Mutual Bene- 
fit, Mutual Life (N. Y.), Mutual 
Life (Can.), North American 
(Can.) and Pan-American Life. A 
combination set-up using the 10 
Year Endowment to supplement the 
Temporary Annuity has been used 
in the past. In this combination, if 
the annuitant and __ policyholder 
should die before the expiration of 
10 years, the proceeds of the En- 
dowment would be payable. On the 
other hand, if the annuitant and 
policyholder live to the end of the 

10 year period, the Endowment ma- 
tures. 


BEST'S LIFE NEWS 










charge 
bonds- 
purcha 
though 
purche 
sure tl 
to be s 
the e' 
was ir 
ments 
[reas 
precia 
While 
are p 
to all 
purck 
war 

the a 


men 
soun 
this 


S¢ Id 





M, 








av- 
cient 
ment 
ut a 
very 
par- 
» the 
” in- 
rsely 
e in- 
t be 
irded 
oc] to 
. Of 
their 
ve a 
ders’ 
eciti- 
bject 
1 the 
ers.” 


S 


unies 
rary 
10N. 
le to 
pany 
con- 
Irers 
Can- 
con- 
ract. 
les a 
riod 
low- 
Y ear 
 Re- 
tual, 
coln 
ene- 
itual 
‘ican 








. A 

10 
+ the 
used 
ae 
der 
n of 
En- 
. the 
and 
the 
ma- 


ws 





Wartime Advertising—Continued 


In trying to plan our advertising 
with an eye to every advertiser’s ob- 
gation to support the war effort, 
we felt that we had more of a story 
to tell than the familiar one of the 
ontribution represented by our pur- 
-hases of war bonds. In our opinion, 
there is something implicit in life 
surance which aligns its purchase 
vically with that of war bonds. So 
‘ our 1943 advertising carries the 
essage that a man has two obliga- 
tions in these times—the first is to 
win the war, the second to prepare 
for the peace. The first duty is dis- 
-harged through the purchase of war 
bonds—the second partly through the 
purchase of life insurance. The 
thought that life insurance protects 
purchases of war bonds by making 
sure that these bonds will not have 
to be sold to pay family expenses in 
the event of the provider’s death 
was injected in all of our advertise- 
ments. A letter received from the 
l'reasury Department expressed ap- 
preciation of this war bond reference. 
While we are aware that such letters 
are probably routine and directed 
to all advertisers who advise the 
purchase of war bonds, we think 
war bond reference we used had 
the approval of the government. 


Results 


The reasoning of the Advertising 
Department about going after a re- 
view of life insurance and larger 
sales of individual policies to both 
men and women seems to have been 
sound, because there was a step-up 
this year in both the size of policies 
sold and the premiums. 


Also the two advertisements on 
which we have received Starch re- 
ports made a satisfactory showing, 
especially from the standpoint of 
full reading. The one entitled, 
“Mary’s First Date,” ranked third 
in the “read most” category in 
COLLIER’S, LIFE and AMERI- 
CAN WEEKLY, fourth in TIME 
and seventh in SATURDAY EVE- 
NING POST. In COLLIER’S, 
LIFE, TIME and the POST it was 
in competition with approximately 
60 advertisements, most of them 
carrying much less copy. Reader 
costs in the “read most” category of 
both advertisements were far below 
the average costs of the issue. 


Women Purchasers 


In our studies of women pur- 
chasers we found that most women 
buy their first policies before they 
are twenty-four years old and that 
the average woman seldom buys a 
second policy. That the war situation 
has enlarged the women market is 
apparent from the figures of in- 
creased employment. That this is to 
be a permanent market is also indi- 
cated when it is considered that fol- 
lowing the last war the relationship 
of the employment of women to that 
of men fell off only about 10 per 
cent. 

Frankly, we haven't yet been suc- 
cessful in finding a way to reach this 
particular market in terms of age 
classification. If any of you have 
ever tried to make a study of maga- 
zines to find how to reach women 
at the ages when they buy life insur- 
ance, you know how difficult a prob- 
lem this is. We do know, however, 


that women read John Hancock ad- 
vertising, though we have no way of 
determining the ages of these women 
readers. Every advertisement pub- 
lished in 1943—and they were all 
directed specifically to men—had 
more women than men readers. And 
the men readership was higher than 
we had ever previously received. 


Conclusion 


I feel it only fair to warn any of 
you who may be embarking on a 
venture similar to ours that after 
you've looked at the record, you 
won't be met with any brass bands 
when you find your way out of the 
advertising department and into the 
halls of sales and management. Most 
facts, when you finally dig them out, 
look so obvious that the natural re- 
action to the revelation of them is, 
“Any dope knows that!” And the 
comment is generally unassailable, 
because it happens to be true. It 
wasn’t news that a lot of people buy 
life insurance because of friendship, 
family, or the old school tie spirit, 
but the extent of the practice and the 
fact that it was many times more 
prevalent in our business than in 
any other impelled us to do a little 
soul searching to see if we as adver- 
tisers of the business, hadn’t failed 
to sell the agent as something more 
than ‘“‘a nice young cousin of mine 
who is trying to get along.” We 
don’t claim to have convinced the 
public at this date that he is any more 
than that, but we think we have made 
a good start in the right direction 
with regard to this point and many 
others. And we are very happy about 
the whole thing. 
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I a a a ge a a al $ 66,615,658.69 FOR 
oP, Te MA... ok ns cnc cas $ 19,607,710.69 
Canadian Gov't, Provinces and Cities. . 2,115,138.87 N ] 
Bonds of States of the United States. . 4,059,065.32 pro 
Wemcipa! Gonds .........022005. 11,112,330.14 tion’s p 
i ak eb ween 1,738,379.98 Securit 
Public Utility Bonds .............. 20,002,274.02 port. 1 
Industrial and Other Bonds ......... 7,980,759.67 equally 
i a8 hha Wh. 6 heared see CO 45, 648,519.88 and is | 
ih gc ae tab bs hae ie a 41,681,653.39 the 6% 
os oe a bo Aw aid wee 3,966,866.49 ploye r: 
I a a i ie gi rl lk GE 1,990,450.06 the pre 
ee ee ere 4,840,138.95 says, it 
Real Estate Owned, of Which $2,040,949.37 is used in fora re 
whole or in part for Company Purposes .............. 2,476,594.22 hore we 
Net Unpaid and Deferred Premiums .................. 3,196,317.94 hn coe 
a ia Meee a yal natch wiles hh 2-4 Bw ne 5,627,200.31 tnemp! 
EEE IE LS PPPOE ER TERETE TTC TTC OT 369,360.00 ity. old 
a a er 684,456.51 the ex] 
a ee ee ee $131,448,696.56 Th 
LIABILITIES sade 
Legal Reserve, Life and Annuity Contracts ............ $106,989,996.00 wes 
I I on a ks a so a a Sis sae 4 eo 1,954,663.93 Sevorst 
Reserve for Epidemics and Mortality Fluctuations ....... 2,300,000.00 employ 
Investment Fluctuation Fund ....................206- 2,250,000.00 ; 
Gross Premiums and Interest Paid in Advance .......... 1,187,653.79 ( 
Wes Pee PE OD ww we cca wee ann 1,331,195.82 
lie ok alban di mar tayhl de i aerks de 487 508.24 — 
Policy Claims in Process of Adjustment or Payment ...... 801,592.97 hue ts 
Commissions Accrued to Agents and All Other Items .... 789,126.18 eaal 4 
Liabilities Other Than Capital and Surplus ............ $118,091,736.93 OC 
a nai 8h ok 4K RE KAA COA? EOE OS 13,356,959.63 Whton 
We MI 6 pns snc ccnng ivan wvexaiQaxens $131,448 696.56 — 
pansic 
Gain in Life Insurance in Force During 1943............ $138,728,012.00 securi 
Total Life Insurance in Force December 31,1943 ........ 1,128,224,814.00 12% 
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ASKS 12% OF PAYROLLS 
FOR SECURITY PROGRAM 


N EXPANDED social security 

program to cost 12% of the na- 
ion’s payrolls is asked by the Social 
Security Board in its 1943 fiscal re- 
port. The cost would be shared 
equally by employer and employe 
and is compared by the board with 
the 6% employer rate and 3% em- 
ploye rate scheduled for 1949 under 
the present act. In return, the board 
says, it “would provide compensation 
for a reasonable portion of involun- 
tary wage losses due to causes beyond 
the control of individual workers— 
unemployment, sickness and disabil- 
ity, old age, and death—and a part of 
the expense of hospital and medical 
care.” 

“The costs are not great,” the re- 
port says, “in relation to the return 
in national and individual protection 
and the alternative costs now borne 
directly and indirectly by individuals, 
employers and the general public.” 


Costs and Consequences 


In a series of two addresses be- 
fore businessmen in St. Louis, Mis- 
souri and Wichita, Kansas, on Feb- 
tuary 17 and 18, respectively, E. H. 
O'Connor, Executive Director of 
Insurance Economics Society of 
America, speaking of the Wagner- 
Murray-Dingell bill for broad ex- 
pansion of the compulsory social 
security system, pointed out that the 
12% payroll taxes proposed would 
be in addition to present income and 
excise taxes. 

“There is no indication,” he said, 
“that our tax rate can be appreciably 
reduced in peacetime. There is no 
indication of any trend which prom- 
ises a substantial reduction in our 
peacetime budget. 
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“We must also remember that the 
postwar era is likely to place many 
other additional burdens on business. 
For example, most of us will have 
to readjust our businesses and return 
them to civilian production. More- 
ever, we will be expected to provide 
jobs and opportunities for nearly 10 
million men and women who will be 
released from the armed forces.” 


BRITISH WHITE PAPER 
OFFERS HEALTH PLAN 


HE first offshoot of the Bev- 

eridge Plan has appeared in a 
“White Paper” issued by the British 
Government proposing postwar pub- 
lic health facilities “to bring the 
country’s full resources to bear on 
reducing ill health and promoting 
good health in all its citizens.” Its 
object is to make available to all, 
regardless of means, every medical 
and surgical skill or service. It is 
stated free choice of physician and 
the private practice of medicine 
would be retained. Estimated annual 
cost is set at the seemingly low fig- 
ure of £146,000,000. Early action 
on the proposal is improbable, but 
it may be an issue in the next gen- 
eral election. 


CONFERENCE MEETING 
WELL ATTENDED 


HE Midwinter Meeting of the. 


Health and Accident Underwrit- 
ers, held February 15 at the Drake 
Hotel, Chicago, was attended by an 
estimated sixty represéntatives of 
forty member companies. Confer- 
ence President O. F. Davis presided. 
A proposal by Chairman H. P. 
Skoglund to employ a statistician 
and research man to assist the Con- 





ference staff was approved. Mr. 
K. A. McCord, Chairman of the 
1944 Convention Committee, re- 
ported that plans for the meeting at 
the Edgewater Beach Hotel, May 
16, 17 and 18, are nearing comple- 
tion. 

The Claim Blanks Committee, 
headed by G. W. Young, secretary 
of the Inter-State Business Men’s 
Accident Company, Des Moines, 
submitted specimens of simplified 
medical blanks. Representatives of 
several large companies strongly ad- 
vocated standardization of hospital 
expense insurance forms. 


ACCIDENT AND HEALTH 
GROWTH CONTINUES 


HE steady, persistent growth of 

accident and health premiums that 
has been characteristic of the busi- 
ness for many years shows clearly 
in the early reports now being re- 
ceived on 1943 operations. Net gains 
as high as 22% were achieved, and 
were accomplished in commercial 
classes as well as in group. 

The Mutual Benefit Health and 
Accident Association, Omaha, Neb- 
raska, added over $6,000,000 to its 
writings in 1943, most of which are 
on personal accident and health pol- 
icies. This was an increase of 22% 
and carried total accident and health 
writings to $33,395,000. 

An excellent gain in accident and 
health was reported by the Contin- 
ental Casualty Company, Chicago, 
and this department now represents 
42% of the company’s aggregrate net 
premiums. The accident and health 
gain was 17% over 1942, and volume 
was $13,210,000. Net premiums 
written in 1943 by the North Amer- 
ican Accident Insurance Company. 
Chicago, were $5,336,000, a gain of 
$290,000 over 1942. 


35 








LIFE INSURANCE BUYERS 


PERFECT pattern of America’s wartime pros- 
perity is clearly reflected in a survey of 15,000 
buyers of life insurance recently completed by the 
American Service Bureau and based upon applications 
for life insurance protection received during December, 
1943 by companies that are members of the American 
Life Convention. 
The following comparison of the 13 major classifica- 
tions of life insurance buyers in 1942 and 1943 reveal 
some current trends: 


1943 1942 
Applica- Aver. Applica- Aver. 
Classification tions Policy tions Policy 
PUBUENALE oo. sso 00g os os ons 2,074 $2,311 1,554 $2,057 
Automobile sales and services 411 2,364 445 2,060 
Banking, brokerage and insur. 281 3,703 324 3,172 
Domestic and personal services 700 »=2,118 705 ~=1,858 
Government services ........ 595 2,514 930 ~=-1,956 
Manufacturing and 
mechanical industries ...... 1,995 2,712 2,092 2,411 
Mineral extraction: 
Forestry & Fishing ........ 405 3,217 419 2,421 
Non-gainful occupations 4,653 2,719 3,832 1,116 
Professional services ...... 906 ~=2,719 914 3,550 
Recreation & Amusement .. 56 2,922 87 2,222 
Transport. & Communication 727 ~=— 2,606 797 ~—-.2,005 
War, PRMUBEIES ..0.cs es ca sree 825 2,142 1,573 2,084 
Wholesale & Retail Trades 1,372 2,537 1,328 2,353 


Classification with average policy applications in ex- 
cess of $5,000 were as follows: (Table also shows their 
1942 applications and average policy applied for in De- 
cember, 1943) 


Monarch participating life and 
noncancellable accident and 
sickness policies are designed 
to take the “ifs and buts” out 


of the insurance contract. 


MONARCH LIFE INSURANCE COMPANY 


Pome Office 
SPRINGFIELD, MASSACHUSETTS 





36 


Averag: 
Appli- Average of amount 
cations application of insurance 
Classification 1943 1942 1943 1942 owned 1943 
Quarrying, mining & mineral 

refining, engineers, execu- 

TIVES, OWMEES osc. scoca cs 23 14 $13,082 $7,357 $15,40: 
Machinery, metals and metal 

products, engineers, execu- 

tives and owners ........ 84 75 11,627 8,422 11,23 
Textile, leather & their prod- 

ucts, executive & owners 16 11 11,187 8,635 16,437 
Oil production & refining, 

engineers, execut., owners 21 34 10,548 7,405 13,976 
Investment brokers & sales- 

Ne ne eine Gee ale 1 9 10,000. 4,432 30,000 
Physicians & surgeons .... 52 37 9,143 7,973 13,500 
Theatres & studios, owners, 

managers & studio exec. 4 5 7,125 2,037 1,62 
Shipping, executives & 

pen en Ae a 8 9 6,572 5,018 2,812 
Steamship & Marine em- 

SOON oct cratccratels ener 12 20 6,429 1,857 3,24 
Streets, Road & Sewer Con- 

struction & Maintenance 

Contractors, engineers & 

superintendents ......... 7 5 6,397 1,691 21,786 
Lumber & Wood Products, 

executives & owners .... 34 32 6,345 6,128 3,432 
Banks & Finance Companies- 

CRRES cscs wane es anten 13 17 5,549 8218 10,385 
Automobile sales agency— 

Owners & Managers .... 29 11 5,486 3,091 5,588 
Radio Announcers & Tech- 

OM roca Ani« Sie sisacses 18 5,419 3,667 
\ttorneys-at-law .......... 29 28 5,293 7,842 9,118 
Printing, engraving & paper 

products, exec. & owners 22 28 5,255 4,543 4,682 
Hotels, Boarding & Rooming 

House, Owners & Man’g’rs 21 24 5,250 8,414 3,579 
CHivepractors: 6.3.6 cscs 11 6 5,227 4,196 2,682 
COOURMIENEIG: Bo cose a. Ssnsie sions ms 8 4 5,025 3,750 3,644 
Ordnance Plants & Works 

Executives & Engineers... 2 13 5,000 5,146 6,250 


It is interesting to note that in the 1942 survey onl) 
six occupations or classifications produced average ap- 
plications for $7,500 or more, with 11 applications aver- 
aging $8,635 each, while the study of December, 1943, 
applications reveals that six occupations all exceeded the 
1942 leader, with average policy applications ranging 
from $9,143 for physicians and surgeons to the $13,082 
average for the 23 applications received from engineers. 
executives and owners in quarrying, mining and mineral 
refining. Twenty occupations produced average applica- 
tions for $5,000 or better in December, 1943, as against 
only thirteen occupations showing average of $5,000 or 
better in the 1942 study. In 1943 a total of 1,630 appli- 
cations for $5,000 or more were received while in 1942 
there were only 1,217 applications equaling or exceeding 


$5,000. 


That life insurance agents continued to have faith in 
the protection they are providing American men an( 
women is also indicated by the new survey. In Decem- 
ber 114 life insurance agents applied for an average oi 
$4,323 and indicated they already owned $6,210 of lif 
insurance, while in the 1942 survey there were 107 ap- 
plications from life agents for an average of $3,992. 
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SPECIALISTS — INSURANCE PROFESSIONS 
ACTUARIES 


CALIFORNIA 





INDIANA 


NEW YORK 





| Parrett N. Coates Cart E. Herrurts 


| COATES & HERFURTH 


CONSULTING ACTUARIES 
| 582 Market Street 437 So. Hill Street 
| ;AN FRANCISCO LOS ANGELES 
| 








HARRY C. MARVIN 


Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 


WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone Barclay 7-3428 








ILLINOIS 





MISSOURI 











DONALD F. CAMPBELL AND 
DONALD F. CAMPBELL, JR., 
CONSULTING ACTUARIES, 

36 Yrs. of Service 


160 NORTH LASALLE STREET, 
CHICAGO, ILLINOIS 








CARROLL E. NELSON 


Consuiting Actuary 
Central 3126 


Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 




















Chicago 3, Hl. 
M. Wolfman, A.A,.1.A. 
N. A. Moscovitch, Ph.D. 
L. J. Lally 





Franklin 4020 





Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 


Telephone STAte 1336. 915 Olive Street ST. LOUIS 
FACKLER & COMPANY 
HARRY S. TRESSEL ene CONSULTING ACTUARIES 
Certified ~— Accountant WOODWARD, RYAN, SHARP 8 W. 40th Street 
10 &. La Balle Street & DAVIS 


New York City rT] 














INDIANA 





PENNSYLVANIA 








HAIGHT, DAVIS & HAIGHT, Inc 
Consulting Actuaries 


Frank J. Haight, President 


INDIANAPOLIS OMAHA 














Miles M. Dawson & Son, Inc. 
Consulting Actuaries 

500 Fifth Avenue 

NEW YORK CITY _ :-: 


FRANK M. SPEAKMAN 
Consulting Actuary 
Associate 
E. P. Higgins 


N. Y. PHILADELPHIA 6, PA. 


THE BOURSE 




















JOINT COMMITTEE ON CSO MONETARY TABLES 


R. T. A. PHILLIPS, President of the Minnesota 

Mutual Life Insurance Company and Chairman of 
the Joint Committee (Actuarial Society of America and 
American Institute of Actuaries) on the CSO Monetary 
Tables, has released a communication which no doubt 
will be of value to many in the life insurance business 
who are interested in the progress of the so-called 
Guertin legislation, and in the steps that may be taken 
to provide companies and insurance departments with 
hasie data on which studies of their particular problems 
may be made well in advance of the time when the use 
of the new Commissioners 1941 Standard Ordinary 
Mortality Table, and non-forfeiture provisions based 
thereon, may become effective—in 1948. 

The new calculations, including elementary actuarial 
funetions, premiums, reserves, adjusted premiums and 
non-forfeiture values, under the new standard laws, 
will be much more voluminous than heretofore required 
aid the basic data will be needed at an early date in 
order to give all those interested sufficient time to make 
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the necessary studies for their own use. Because of the 
shortage of technical help, the only solution for the 
successful completion of such a volume of work was 
through a general cooperative effort on the part of the 
life insurance companies and the joint committee was 
appointed for this purpose. The work of computation 
was distributed among 40 companies and the necessary 
work for constructing the various tables for calculation 
of premiums, reserves and non-forfeiture values is now 
underway. The volumes presently contemplated do not 
include terminal or mean reserves by the level premium 
or the Commissioners’ reserve methods, nor minimum 
non-forfeiture values, as would be required under the 
proposed standard non-forfeiture law. It is hoped, how- 
ever, that similar means may be found to produce at a 
later date the reserve and non-forfeiture tables referred 
to. Additional information concerning the seven vol- 
umes involved may be obtained from the Committee on 
CSO Monetary Tables, American Life Convention Of- 
fice, 230 N. Michigan Ave., Chicago 1, III. 
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LIFE ASSURANCE 


FIGHTS INFLATION 
Policyholders’ savings important contribution 
to War Effort and Post-War Reconstruction 





One of the many distinctive services 
performed by Life Assurance in 
these urgent times is the mobiliza- 
tion of the people’s savings against 
the insidious but none the less 
devastating enemy — inflation. Thus millions of 
men and women, advised by a worthy and highly- 





trained group of their fellow-countrymen who 
“sell” Life Assurance, withhold their savings from 
the luxury market and set them aside to secure 
protection and well-being for themselves and their 
loved ones in the unknown days to come. 

In the past year alone, the million policy- 
holders of the Sun Life of Canada have set aside 
$112 millions of their savings in the form of Life 
Assurance premiums. 

During the war years there has been a marked 
increase in the basic service rendered by Life Assur- 
ance—personal and family protection in the time 
of greatest need. The Sun Life of Canada, since 
September 1939, has paid out 365 million dollars 
to policyholders | 


and beneficiaries, FROM THE 1943 
a really signifi- ANNUAL REPORT 


eant contribution 
sy: New Assurances .... $ 214,292,080 
tl 7 ’ ’ 
— stability of Assurances in force 3,173,417,467 





national family | Benefits Paid 1943 74,057,495 


life in time of Benefits Paid since 
Organization 


1,629,863,441 





emergency. 





Copy of the Annual Report for 1943 may be obtained from: 


Sun Life of Canada, Transportation Building, Washington, D.C. 
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Proof of Age—Continued 
else to tell them about anything of 
iniportance. 

\f the insured’s age is not estab- 
shed until the time of claim and it 
is then found to be older, the com- 
pany is obligated to pay only the 
amount which the premium figured 
at the correct age would have 
brought. Too often this occurs and 
places the agent and the company in 
at) embarrassing position with the 
beneficiary who may very reason- 
ably ask why the matter was not 
brought to the insured’s attention 
while he was here to do something 
about it. 

\lso, if, after the policy has been 
in force for a number of years, 
the insured’s age is found to be 
older, the arrears in premiums may 
amount to a considerable sum which 
the insured may find difficult to pay 
at the moment. Here again the 
insured may embarrass the agent by 
asking, ‘““Why wasn’t this brought 
to my attention when the policy was 
issued ?” 

Some banks require that the in- 
sured’s age be established before 
granting a loan with the insurance 
policy as collateral. If the insured’s 
age has not been established to the 
company’s satisfaction, the granting 
of the loan may be delayed pending 
completion of proof of age. Again, 
the life underwriter may be blamed 
jor not having brought this to the 
insured’s attention earlier. 

Now, we all know how effective 
it is for the life underwriter to fol- 
low up age changes in prospecting 
and placing additional insurance. 
Wouldn’t this be a very good time 
to acquaint your client with the ex- 
tension of your policyholders’ serv- 
ice—helping to establish the correct 
age of the insured and any payee 
who is to receive life income under 
a life insurance or annuity contract. 
A frank, intelligent approach in 
offering this service cannot fail to 
increase your prestige with your 
clients, and can be very helpful to 
vou in getting new business. 

You will, of course, meet obstacles 
which may make you want to post- 
pone the establishment of your 
clent’s age. This is where we can 
be of help to you. Your Home 
Office has a fund of 
and experience on this subject which 
is available to you just for the 
asking. Don’t hesitate to use it. 
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UNDERWRITING FORUM 


HE annual General Agents’ and 

Managers’ Conference of the 
Kansas City Life, Kansas City, Mis- 
souri, was held on January 26, 27 
and 28 last. Featured speakers were 
President W. E. Bixby, Vice Presi- 
dents J. F. Barr and J. A. Budinger, 
and Associate General Counsel J. 
Stanley Bassett. 

An unusual feature of the confer- 
ence was a meeting of the company’s 
Underwriting Committee headed by 
Dr. E. L. Mathias. During the 
course of this meeting actual sub- 
mitted cases were considered in the 
presence of general agents and man- 
agers, who were permitted to give 
their views as to whether such cases 
should be accepted or rejected. Open 
forum discussions on recruiting, su- 
pervision and training completed the 
program. 


THE AGENT'S PSALM 


IFE Insurance is my business ; 
tis fraught with want. 

It maketh me to lie on occasion; it 
leadeth me into hot water. 

It runneth up my blood pressure and 
runneth down my heels. 

It leadeth me to the brink of in- 
sanity for some company’s name’s 
sake. 

Yea, though I walk through the 
awesome Nether Regions, I shall 
have no fear, for I was schooled 
in thy torments, O Life Insur- 
ance; thy trials and tribulations 
have conditioned me. 

Thou preparest many tables before 
me of which thou knowest little 

I less and my public 
nothing. 

Thou anointest my head with am- 
biguous phraseology ; my patience 
runneth out . my anger run- 
neth over my friends just 
runneth. 

Yea, surely I shall follow thy spell 

. gossamer as a dream yet bind- 
ing as steel . . . all the days of 
my life and greet age 65 minus 
thy vaunted Retirement Income! 

—Mary WEsps. 
Editor, Reserve Loan Life Insur- 
ance Company, Dallas, Texas. 


STOCK DIVIDENDS 


ARMERS & Bankers (Kans.) : 

$825,000 to $1,000,000 ($165,000 
stock, $10,000 by issuing 1,000 
shares to employees) ; Occidental 
(Cal.), $1,000,000 to $2,000,000; 
Reliance (Pa.), $1,000,000 to $1,- 
500,000; Security Life & Trust 
(N. C.) $400,000 to $500,000. All 
the increases were brought about by 
stock dividends unless otherwise 
noted. 


__ 


Volume is up! 


Of course it's up. 

But if 6 weeks of ‘44 
equals 16 weeks of ‘43, 
what of it? 

We chortle a bit 
because | &s* ratio” 
through '43 was 2.24%. 
Old or young, large 


or small—not bad. 


«()) 


Nationally? 
Insurance Company. 
Madison |, Wisconsin 


* lapse and surrender. 
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FINANCIAL FIGURES, DECEMBER 31, 1943, STATEMENTS 
(Unless otherwise stated, bonds in good standing are carried on the amortized basis, bonds in default or not adequately secured at approximate 
market values, stocks at ‘‘Association’’ Values) 
(000 OMITTED) 
Ord Ord. 
Admitted Net Surp. & New Renewal Total Total Paid Death Ins s. Ind. Ins. Ind. Ins 
Assets Reserve Capital Spec. Fds. Prems. Prems. Income Disbs. P*holders Claims Written In Force Written In Force 
Acacia Mutual...... - $119,178 $101,797 $1,665 $12,219 $20,748 $11,073 $5,810 ss. 368 $70,257 cccpbicsin' - alasbaiieike 
Aetna (Conn. )....... ‘ $940,372 $678,814 $13, = aimee $180, 473 $99, 897 $68,262 $45,317 2,397,646 Bm 
Amalgamated L. & H......... } 1 227 19 
American Home..................- $14 $311 $495 
American Reserve............06 81 574 960 = 605 $224 +«°118 38,008 25,024 _............ 
American Standard.........-.. 943 
Amicable (Tex. ).. 3,576 ue 
Baltimore... 5,827 17,141 
Bankers (1a.)...... 48,948 
Bankers (Neb.)... $6,667 
Bankers Nat’l............s:sscesse0e 464 2,179 3,610 
Bankers Union...... 142 282 540 
Boston Mutual..... 179 4,586 5,440 
Calif. Western.............. 916 h7,783 13,225 
Capitol (Colo. ).. 191 1,611 2,72 




















































ee 
Confederation.. ne 
Connecticut Gen’l. 
Connecticut Mutual. 
Continental Amer 
Continental Assur....... 53,026 39,814 

own (Can. ‘ 60,713 3 
Dominion (Can. ). “ 56,964 1 
Equitable (lowa)......... 255,958 9 
Eureka- Maryland 12,486 250 d903 
Expressmen’s Mut............... 11,584 9,787 cco 1,526 
Farmers & Bankers 1,000 u942 
Fidelity (Can.). 100 


Fidelity SRE TO OD to 
Fidelity Union... 

Franklin (Tl1.).. 
George Washing ton. 
Girard (Pa. )..... itso 
Gov’t Personnel Miut............ 
Great Amer. (Kans. ).. 


Great Amer. (Tex.) 
Guarantee Mut. 
Guardian (Texas)......... 
Guardian (N. Y.).. ‘ 
MORIGE CPG D asnicctnsenctosicnssoras 





Home State..... 
Industrial (Can. ) 
Jefferson Std.... 
Lamar (Miss.).... 
Liberty (S. C.)...... 


Lincoln Liberty 








































































53,074 


9,: 256 



















P 
cceisseabesnes Pp 
Lincoln Nat’l. 2 P 
London (Can.). os 1 P 
Loyal Protective...... 2 R 
Lutheran Mut.. 1,532 831 ,634 
R 
224 58 ,012 «| ren ey oeorene R 
82,245 18,368 40, 2,118, Ss 
900 418 3.355 4 s 
(F’) Mass. Sav 4,402 1,176 24.797 239/896 s 
Midland Mut..............ccesee 3,664 775 12,084 140,360 
S 
Midwest (Nebr. )....... 130 S 
Minnesota Mut. 1,603 S 
Monarch (M 140 S 
Mutual Savings..... y642 105 Ss 
Mutual Trust......... 1,293 23,108 
s 
Nat'l Fidelity 840 316 141 4.769 33,171 s 
Nat’! Guardian... 1,506 329 6,058 60,927 s 
"1 Li f 26,687 6,683 47,644 641,483 1 
Nat’l Old Line..... 177 ‘ 36 10,205 I 
Nat’l Reserve..... 629 
T 
Northern (Can. ).. 1,366 790 1 
Northwestern Mut 1,6 155,823 \ 
Northwestern Nat'l ,6: 10.464 ‘ 
Ohio Nat’l. ‘ 829 6,866 ‘ 
Ohio Ste ate... sai 1,000 3,065 
PanAmMeican...........c.0.ccecereeres 791 a2,173 si 
Paul Revere 1,000 2,306 
Venn Mutua atin . 446,668 ‘ 
Peoples (Ind. ). 910 30° 
Philadelphia... 409 1,994 ' 
P 
€ 
€ 
f 
} | a) J e i 
; 
A Progressive Company Operating In The South | 


Exceptional Agency Opportunities For Men Who Can Qualify 





LITTLE ROCh, ARKANSAS 
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Ord Ord 
Admitted Net Surp. & New Renewal Total Total Paid Death Ins Ins Ind. Ins. Ind. h 
ssets teserve Capital Spec. Fds. Prems. Prems. Income Disbs. P’holders Claims Written In Force Written In Force 
Phoenix Mut........... 330,872 254,002 — .rrccccocese d14,193 4,896 25,604 51,477 27.207 17,00 6,334 46,988 
Pioneer Nat'l. 907 574 100 100 15 112 171 9 50 27 720 
Pioneer (Neb.). a 780 242 150 OTE 14 105 75 18 2 « 
Provident (N. D.). anssssese 6,898 5,275 250 562 247 811 1,550 781 6 148 "8.654 
Reliance (Pa.)......... 168,310 136,013 1,000 6,208 3,110 16,612 h30,271 h15,639 8,962 4,031 59,744 
Reserve Loan. 12,982 11,332 200 a450 263 1,791 1 
Rockford (111. 4.254 3,587 200 4330 119 
Seaboard (Texas ; . 5,090 200 221 120 
Security L. : 10,795 400 b615 517 
Security Mut Tieb es SSB GCSE  crccscccare b516 180 
South Coast........... 272 106 100 45 24 07 
Southwestern (Texas). 101,475 79,337 4,000 25,250 2,246 
Standard (Ind.)........ 1.654 909 381 4183 191 
Standard (Miss. )......... e 3,848 2,474 500 495 74 12,634 18,22 
Standard (Pa.).. 5,812 676 356 501 160 
State Farm........ ; . 300 810 
Sun (Canada). A 2,000 16,687 
Sun Life (Md.) 2,000 663 18 » 121,447 
Texas State...... 100 7 
United F idelity - 500 191 
United L. & A. (N. H.) 14, 11,583 400 447 
Union Central...... : 477 371,549 2,500 4,749 
Washington (D C. 13 100 D 
Western Reserve..........--....0+ 2. 2.079 150 171 
Wisconsin............. =i 7 6,254 weeene 79 
* Approximate figure. r. Bonds in default and stocks at cost or less 
a. Stocks at cost. s. The contingency fund of $212,593 previously carried by the con 
b. Stocks at lower of book or market pany has been ‘earmarked’ for specific contingencies and is m 
c. Preferred stocks at lower of call or market; common stocks at included in this item 
lower of cost or market t. Bonds amply secured at amortized values, others at commissioners’. 
d. Stocks at actual market values. u. Bonds carried at commissioners’ values. 
e. Stocks at lower of cost or market v. Excludes contingency reserve 
f. Stocks, Ly bonds in default at book values w. Of this amount $199,500 has been acquired by the Company w 
g. Bonds at actual market values. Mutuz vg Plan. 
h. aw hy health and accident department x. Including $723,792 lien reduction dividend. 
i. Includes industrial y. Including $6 a8 liens waived at death. 
j. Bonds in default at lower of market or book; stocks at lowest of z. Bonds at lowest of amortized, market, convention or book 
market, cost or call. at lowest of market, convention, or book. 
k. Stocks at book values; bonds in default at amortized values. 
m. Excludes revivals, increases and additions. A. Bonds and stocks at book values (lower than marke in tl 
n. Bonds not eligible for amortization and stocks at actual market or aggregate). 
convention value, whichever is lower B. Total premiums. 
p. Bonds and stocks at lowest of hook. market or call. (. Stocks at book value (lower than market) 
q. Excess of market over cost for stocks is included in contingency I. All insurance issued is reinsured. 
reserve. E. Life department only. 
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| 


Figures as of October 31, 


1943. 
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PENSION TRUST (cont.) 


GROUP UNDERWRITING 
1K 


Occidental underwrites all its Pen- 
sion Trust cases of 25 lives or more 
ona Group basis. Why? 





Every employer: Wants to avoid 
lost time in plant operations. 





Every employee: Wants to have 
insurance — regardless of insur- 





ability. 





Every agent: Wants to install the 
case with a minimum of work? 










*Occidental Home Office aid includes specially prepared propos- 
als, one-year Term computations and administration manual. 


OE IEE 





Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE x LOS ANGELES 


V. H. Jenkins, Vice-President 


“We pay lifetime renewals — they last as long as you do” 
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American Life Convention: The Union 
jutual Life, Portland, Maine, Missouri 
isurance Company, St. Louis, Missouri 

aid Baltimore Life, Md. have been ad- 

mitted to membership. This brings the 
number of membership companies up to 

189, representing 40 states, the District of 

Columbia and 3 Provinces of Canada. 
The Medical Section of the American 
|.ife Convention, which did not meet in 
1943, will hold its 33rd Annual Meeting 
it the Edgewater Beach Hotel in Chicago 

on June 22-23. Thomas H. Dixon, 

Medical Director of Minnesota Mutual, 
is Section Chairman and Dr. Reynold C. 
\oss, Assistant Medical Director of Pan- 
\merican Life, is Program Chairman. 

* = & 


American National: 3B. 
Vice President, has resigned. 
x *k * 


WW erkenthin, 


American United Life: On February 1 
last, Herman A. Knochenmus, Home Of- 
fice Cashier, observed his 50th anniver- 
sary with the company. 

x kk 


Bankers Life (Neb.): James C. Hunter, 
having over 23 years of experience in life 
insurance field work, has been appointed 
General Agent for the company at Peoria, 


Illinois. 
xk kk 


Bankers National: January, 1944 showed 
a 27% gain in paid-for business over the 
same month in 1943. 

xk kk 


Business Men's Assurance: At the re- 

cent annual meeting, J. C. Higdon was 

promoted to executive vice president. At 

the same time, L. D. Ramsey, Secretary, 

was named a director and John W. Sayler, 

C.L.U., was elected Asst. Vice President. 
xk x ® 


California-Western States: A war-time 
Managers’ Conference was held at the 
home office in January. Managers and 
field superintendents representing the 
company’s entire territory, with the ex- 
ception of Texas, were in attendance. 

Elmer E. Scherf has been appointed 
Manager of the company’s Stockton, Cali- 
fornia Agency; J. L. Swaim has been 
named Manager of the company’s new 
Northern California Agency at Chico. 

Edward E. Noyes has been appointed 
Manager of the company’s Sacramento 
\gency, succeeding Robert E. Murphy, 
who was recently appointed Vice Presi- 
dent and Manager of Agencies. 

xk * 


Canadian Officers Association: The 
5lst annual meeting of the Canadian Life 
Insurance Officers Association will be 
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RECENT DEVELOPMENTS 


IN THE FIELD 


held in the Royal York Hotel, Toronto, 
Ontario on June 8th next, according to 
H. W. Manning, President. The annual 
meeting of the Life Agency Officers Sec- 
tion and the Life Insurance Advertisers 
Section of the Association will be held 
in the same hotel on June 7th. 

* 
Capitol Life: President Clarence J. Daly 
has announced the promotion of Maurice 
E. Smead, formerly Northwestern Super- 
visor, to Superintendent of Agencies in 
charge of the company’s agencies in the 
states of Idaho, Washington and Oregon. 
Mr. Smead’s new headquarters are lo- 
cated in Portland, Oregon. 

* 
Central Life (lowa): H. E. Whiteley has 
been made Superintendent of Agents and 
H. H. Kildee and A. B. Chambers have 
been elected to the Board of Directors. 

x kk 

Commonwealth Life: LeRoy L. Osborn, 
formerly Director of Agencies for the 
George Washington Life, became State 


“Manager for the Commonwealth Life of 


Louisville, Ky. on February 1. His offices 
are located in Charleston, W. Va. 
xk kk 


Connecticut General: The company has 
issued a Group Insurance policy totaling 
$25,000,000 and covering 25,000 personnel 
associated with the Division of Training, 
United States Maritime Service. 

At a regular monthly meeting of the 
3oard of Directors held in January, 
Austin D. Barney and Milton H. Glover 
were elected to the Board of Directors 
to fill vacancies. 

At a meeting of the Board of Directors 
in December the regular quarterly divi- 
dend of 25¢ and a special of 20¢ per share 
were declared payable January 3 to stock- 
holders of record on December 20. 

* 
Connecticut Mutual: John Fraser, 
General Agent for the Fraser Agency of 
the company in New York City, observed 
his 25th anniversary on January 10 last. 
This Agency has $120,000,000 of insur- 
ance in force. 

The second special meeting for Agents 
and General Agents covering the subject 
of Pension Trusts and Profit Sharing 
Trusts was held at the Edgewater Beach 
Hotel in Chicago on January 24 last. A 
former one was held for men located in 
the East on November 12 at New York 
City. The Chicago meeting was handled 
by Vice President & Superintendent of 
Agencies Vincent B. Coffin and E. A. 
Starr, Supervisor of Employee Insurance 
Plans and Robert W. Stockton, Agency 
Assistant. 






Connecticut Savings Banks: As of De- 
cember 31, 1943 the total insurance in 
force issued by the Banks was $2,244,683. 
In the year-end report the Life Insurance 
Fund indicated that mortality had been 
favorable and that the scale of dividends 
used in 1943 will be continued in 1944. 


x *k * 


Continental American Life: A two-day 
Sales Congress was held in Wilmington, 
Del. on January 24-25 in lieu of the cus- 
tomary annual meeting, which has not 
been held since the war began. The con- 
ference was devoted to current develop 
ments and preparation for post-war op- 
portunities. 
x *k * 


Equitable (N. Y.): Mrs. Leanora B. 
Light, Associate General Agent of the 
M. T. Ford Agency, recently observed 
her 34th anniversary in the business. Due 
to Mr. Ford’s absence, Mrs. Light has 
for sometime been acting General Agent. 


x wk 


Equitable (lowa): January, 1944 showed 
the largest volume of new business ever 
recorded for that month. The total was 
$6,527,411. This represents a gain of 
11.5% over the corresponding month of 
1943, 

* &= f= 


Federal Life: Spencer R. Keare, Vice 
President and Asst. Superintendent of 
Agents, has been elected Executive Vice 
President and also retains his position as 
Assistant Superintendent of Agents. Mr. 
Keare is a Chartered Life Underwriter. 


x wk 


Franklin Life: Henry Abels, Vice Presi- 
dent, has been elected Chairman of the 
3oard of Directors. 

Carl A. Kloppenburg, an agent for the 
company in Springfield, Illinois, observed 
his 35th anniversary with the company 
on February 5. Mr. Kloppenburg has 
more business in force than any other 
individual representative in the company’s 
sales organization. 

New business for January, 1944 showed 
a = of 51% over the same month in 
1943. 

Ralph J. Wetzel, C.L.U., formerly Edu- 
cational Director for the Reliance Life 
in Los Angeles, has been appointed Pacific 

(Continued on the next page) 
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Recent Developments—Continued 


Coast Supervisor for the Franklin. He 
will direct the company’s program of 
expansion in that territory from his 
headquarters at 1225-1226 Transamerica 
Building, Los Angeles. 


xk * 


General American: Alfred M. Brad- 
bury and John F. Popp, operating under 
a partnership agreement, have been ap- 
pointed General Agents for the company 
in Waco and surrounding Texas Counties. 
xk k * 
Great-West Life: Perry S. Bower has 
been appointed Treasurer. The company 
also announces the opening of a new 
agency in Philadelphia. Frederick G. 
Higham, a partner in the Higham-Neil- 
son Company, will be in charge for the 
company. Mr. Higham will also continue 
his duties in his own company. 
new branch office has been opened 
in Indianapolis, Indiana with James L. 
Rainey as branch manager. 
x *k *& 
Guardian Life (N. Y.): Richard V. Mac- 


kay has been appointed Assistant Counsel 
and George T. Conklin, Jr. as Assistant 
to the President. 
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lute speed is essential in handling = 
policies for civilians leaving the = 


= country On important missions. 





This Company is known as a 


specialist in underwriting civilian = 


risks traveling or residing abroad 





because of its many years 


of experience in foreign fields. 
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Rates are low . . . limits reasonable . . . 






broad coverage available. 


| THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 

















Home Friendly: Seth A. Wolfe, Actu- 
ary, has been elected Assistant Secretary. 
His new duties will be in addition to 
those of Actuary. 

x: *& £ 


Home Life: Home office executives, 
general agents and managers of the com- 
pany held a four-day conference in New 
York City last month. The meeting was 
under the direction of William P. Worth- 
ington, Vice President and Superintendent 
of Agencies. Results of 1943, favorable, 
were reviewed and plans for 1944 dis- 
cussed. 
x *k * 


Illinois Bankers: New Business for Jan- 
uary, 1944 showed an increase of 24% 
over the same month of 1943. 

x *k * 


Institute of Life Insurance: Arthur C. 
Daniels, Secretary since the organization 
of the Institute five years ago, joined the 
Naval Reserve on January 20 last. A 
large share of the credit for the Insti- 
tute’s progress has been brought about 

by Mr. Daniels’ efforts. 
Douglas L. Dunbar has 
Secretary succeeding Mr. 
x & &# 


Jefferson Standard: A dividend of 40¢ 
per share on the company’s 400,000 shares 
of capital stock was declared in January 
of this year. 


been elected 


Daniels. 


x *k * 
John Hancock Mutual: Elmer 1. French, 


formerly Assistant Secretary, 
elected Secretary, 
Diman, who 


has been 
succeeding Charles ». 
retains the office of Vice 
President. At the same time Charles N. 
Ladd, Assistant Manager of the Person- 
nel Department, was elected to succeed 
Mr. French. 

The company has already employed 107 
field men who are veterans of the second 
World War. Forty-five of these were 
former John Hancock agents and the 
others recruited had not previously been 
associated with the company. 

Robert P. Kelsey has joined the com- 
pany as Executive Assistant. John G. S. 
Meyer, formerly Assistant Manager at 
Jamaica, New York, has been appointed 
Regional Supervisor in the East Central 
territory. 


E. Jay Becker became co-general agent 
with W. Malcolm McCrory for the state 
of Florida, on January 1 last. The new 
agency is known as the McCrory and 
Becker Life General Agency, and the 
headquarters are in the Barnett National 
Bank Building, Jacksonville, Florida. 

x *k* * 


Kansas City Life: With its purchase of 
$6,500,000 in War Bonds in the recent 
drive, the company secured Dr. Albert 
Einstein’s mz imuscript “General Theory 
of Relativity.” The manuscript in du 
course will be presented to the Library 
of Congress. 
Apparently Kansas City companies ha 

a desire to secure something unusual \ 
their bond purchases. It will be rec: illed 
that in a former loan drive the Business 
Men's used its Bond purchase to securé 
Arturo Toscanini’s own arrangement o/ 
the Star-Spangled Banner. 

x & & 
Lamar Life: President P. K. Luthken 
was recently elected to the Board of 
Directors of the Jackson-State National 
Bank of Jackson, Miss. 

x & 
Life Advertisers Association: Alber! | 
Randolph, Penn Mutual Sales Promotion 
Department, has been appointed Chai 
man of the Membership Committee for 
the Association. 

x & = 


Life Underwriters (N. Y. C.): The 24th 
annual sales congress of the Life Under 
writers’ Association, New York City, will 
be held on March 9 next. Walter N. 
Hiller, of Chicago, a life member of the 
Million Dollar Round Table, will present 
“A Business Insurance Sales Demonstra 
tion.” Lt. Commander Charles J. Zim- 
merman will speak on “Observations from 
a New Perspective” and Prof. William 
B. Bailey, Economist of The Travelers 
will cover the subject “Prospects and 
Problems of the Post-War Period.” 
x k * 


Lincoln National Life: 7. WW. Hackett, 
formerly District Agent for the company 
at Hudson, Michigan, has been promoted 
to General Agent at Jackson, Michigan. 
The new office is located at 402 Dwight 
Building, that city. 








Wholesale, Group, Salary Deduction, 
Income and Retirement Plans. 


GENERAL AND DISTRICT AGENCY & 


TERRITORY AVAILABLE IN X 


Kentucky, Virginia, West Virginia 
and District of Columbia 


Portfolio includes all standard forms of Life and Endowment policies as well as 
Government Allotment, Juvenile, Family 





















George Washington Life Insurance Company 
Home Office 
CHARLESTON, WEST VIRGINIA . 
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Manhattan Life: Miss Elsie Matthews, 
insurance agent, has been 
pointed the company’s first woman Gen- 
1 Agent in Montclair, N. J. Her new 
fice is located at 427 Bloomfield Avenue. 


xk = ® 


Massachusetts Mutual: Gilbert HH. 
ntague, New York, and R. DelVitt 
allory, Springfield, Massachusetts, both 
ttorneys, have been elected directors of 

the company. 

xk * 


Metropolitan Life: Frederic G. Dun- 
hun, General Counsel of the company 
since 1936 and associated with the com- 
pany since 1927, died on December 24 last. 
Edward M. Keys, Assistant Secretary, 
tired at the end of 1943. He began his 
service with the company in May, 1889 
and during the term of this service he 
ecame an authority on the life insurance 
mtract. 
I”. Graham Cole, a leader in the acci- 
dent prevention work, | and for 19 years 
head of the company’s Safety Service, 
has been appointed an Assistant Secretary. 
‘ed B, Sloat, Manager of the Industrial 
Department of the Pacific Coast Head 
()fice, retired on December 3lst_ last, 
thus completing over 49 years of service 
with the company. 


xk & & 


Mutual Benefit: Charles E. Brewer, Jr., 
C.L.U., formerly assistant to the Super- 
intendent of Agencies, has been made an 
\ssistant Superintendent of Agencies, ef- 
fective January 17 last. Mr. Brewer is 
editor (for the duration) of the 
company’s monthly magazine “The Peli- 
can,” 


also 


x & & 


Mutual Life: Ralph H. 
and Edward E. \Waller have been ap- 
pointed Managers for the company at 
Louisville, Kentucky and Oklahoma City, 
Oklahoma. Harry F. Overley at Louis- 
ville and E. Guy Owens at Oklahoma 
City, are retiring under the company’s 
new plan after 48 and 42 years, respec- 
tively, of service. 


Ruch, C.L.U. 


x & & 


N. A. L. U.: Plans have been completed 
for an all-day session of General Agents, 
Managers and Superintendents to be held 
in Buffalo on March 23 next. 

Judd C. Benson, Manager for the Union 
Central’s home office agency in Cincin- 
ati, has been elected to the board of 
trustees of the National Association of 
life Underwriters to fill the vacancy 
caused by the recent election of Clancy 
. Connell as Secretary. 


xk kk 
National Guardian: At the annual 
neeting, G. A. Boissard was elected 


Richard Bois- 


hairman of the Board; 


ard, President and Manager and Dr. A. 
‘ormey, Vice President and Medical Di- 
ector. 
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e Life 


e Annuities 


W. T. GRANT 
President 


J. C. HIGDON 
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National Life (Vt.}: January, 1944 
showed an increase of 40.18% over the 
sales for January, 1943. 


At the company’s recent annual meet- 
ing, Robert M. Tracy was elected Treas- 
urer; Norman J. Ewen to Assistant 
Treasurer and Cashier; Leslie Kendall, 
Financial Secretary and Karl G. Gumm 
and Francis L. Merritt to Assistant Su- 
perintendents of Agencies. 

x & * 


New England Mutual: = rederick A. 
Savage, the company’s General Agent in 
Baltimore, Md., celebrated his 50th anni- 
versary in that capacity on December 8th 
last. 

x *k * 


New York City Sales: Totaled $51,916,- 
000 for December, 1943 compared with 
$43,616,000 for the same month in 1942. 
For the year the total was $568,378,000 
against $463,226,000 in 1942. 


“* & ®& 


New York Life: The Atlantic and Alle- 
gheny Departments have been consoli- 
dated. The new department will be known 
as the Allegheny Department and will 
be under the direction of the Inspector 
of Agencies, Don Parker, with headquar- 
ters in Philadelphia. In connection with 
the change, F. Turner Munsell, formerly 
Supervisor of the company’s Philadelphia 
Clearing House, has been transferred to 
St. Louis to assume charge of the Mis- 


omplete Protection --- 


e Accident 


¢ Hospitalization 


eAll-Ways 









¢ Health 






e Group 


BUSINESS MEN'S ASSURANCE COMPANY 


Paul A. Norton, 
New England 
succeeded Mr. 


souri Clearing House. 
formerly in charge of the 


branch in Boston, has 
Munsell in Philadelphia. 

J. Frank Burke has been prromoted to 
Inspector of Agencies of the Northwest- 
ern Department with headquarters in 
Boston, succeeding Frank B. Summers, 


due to the latter’s ill health. Mr. Burke’s 
former territory, Eastern Department 
with headquarters in Albany, N. Y., has 


been incorporated _— the Greater ‘New 
York Department “ -’ where Romney L. 
Campbell is “osodiod 


xk * ° 


New York Savings Banks: New busi- 
ness for 1943 totaled $8,036,000. As of 
the year end the amount in force was 
$36,285,000. 

* & f® 


North American Life: Gordon R. Bing- 


ham, formerly with the Great Northwest 
Life, has been named Actuary for the 
company. 

. 2&2 @& 
Northwestern National: Fritz Mortin- 


son, a member of the company’s Preston 
Agency in Glendive, Montana, recently 
completed ten consecutive years of mem- 
bership in the company’s App-A-Week 
Club. Mr. Mortinson has been one of the 
company’s leading producers for the past 
15 years. 


(Continued on the next page) 





Recent Developments—Continued 


Occidental Life (Calif.): HH. Dixon 
Trueblood has been named Director of 
Advertising and J. Ross Kruse has as- 
sumed the post of Agency Secretary. 


x *k * 


Ohio National: George C. Hill, for- 
merly Manager of the company *s agency 
in Sandusky, Ohio, has been appointed 
home office representative for that state. 
His son, Harold C. Hill, succeeded him 
in Sandusky as Manager. 


x *k * 


Pan-American Life: Since March 1, 
1943, 20,000 shares, out of the total capital 
stock of 100,000 shares, have been re- 
tired under the company’s mutualization 
plan. 

Franz Hindermann was appointed Vice 
President and Treasurer of the company 
at a meeting of the Board of Directors 
held in January. Mr. Hindermann began 
his career with the company in 1914. 


x & & 


Phoenix Mutual: i. Clark Terrill, Vice 
President, was elected Executive Vice 
President at the January meeting of the 
board of directors. At the same meeting, 
Lyndes B. Stone, Assistant Treasurer, 
was also elected Assistant Secretary. 

Harry C. Herbig, formerly supervisor 
of the company’s Chicago LaSalle Agency, 
has been promoted to Manager of that 
office. 


x *k 


Pilot Life: At the annual meeting of 
stockholders held on January 25 last, 
1, M. Waddell, Vice President & Agency 
Manager, and W. L. Sharpe, Treasurer, 
were elected to the board of directors. 

Jeff D. Clark, formerly District Super- 
visor for the company in Middle Tennes- 
see, has been promoted to Home Office 
Supervisor. He first became associated 
with the company in 1927. 


xk k * 


Paul Bestor, formerly a 
President of the company, 


Prudential: 
Vice 


2nd 
was 


elected a Vice President on Febraury 8 
last. Mr. Bestor joined the Mortgage 
Loan Department of the company in 1933. 

LeRoy N. Whitelaw has been named 
Supervisor of Ordinary Agencies and 
Kerby H. Fisk, Manager of the Bond 
Department. 

Marshall M. McLeod, C.L.U., for the 
past 12 years Assistant Manager of the 
company’s Manhattan Ordinary Agency, 
has been promoted to Manager of the 
Brooklyn Ordinary Agency. Mr. McLeod 
succeeds Walter A. George, recently re- 
tired. 


x «© & 


Shenandoah Life: J. C. Harden has 
been appointed Supervisor for the 
Northern Virginia territory of the home 
office agency. E. Dudley Colhoun has 
been named Manager of the home office 
agency, which was formerly known as the 
Roanoke Branch Office. 

















THE BOSTON MUTUAL 
LIFE INSURANCE CO. 
53rd YEAR OF SERVICE TO THE 
PEOPLE OF NEW ENGLAND 


A company of high character and standing. 
It is known for its conservative manage- 
ment and strength. 

AY R. BENTON, President 
3DWARD C. MANSFIELD 
Secretary-Treasurer 


Home Office 
Boston, Massachusetts 




















Union Central Life: Harry J. Shaffer, 
Assistant Superintendent of Agencies, has 
been appointed General Manager for the 
company’s agency in Cleveland. 
x *k* * 

United Fidelity: A two-day conference 
was held in January. Sales plans for the 
coming year, as well as a review of 1943, 
were discussed. Awards were also made 
to the leading agents of the company in 
the various categories. 


xk * 


United States Life: The company has 
opened two offices in the Canal Zone 
Terminal Building, Balboa and Royal 
Mail Building in Cristobal. Robert J. 
Boyd, Importer and Exporter for many 
years in Panama, has been appointed Gen- 
eral Agent and will have charge of both 
offices. 

Margaret C 
Assistant to 
J. B. Treusch. 

Joseph G. Orr has been appointed Man- 
ager of the company’s branch office in 
Chicago, Ill. Mr. Orr has been a general 
agent of the company since 1941. 


x *« * 


Western & Southern: John J. Doyle, 
associated with the company from 1912 
until two years ago, when he retired, died 
on January 19 last. Mr. Doyle began his 
service with the company as an agent, 
and in 1923 became editor of “Ficld 
News.”’ Later he also assumed the duties 
of Advertising and Publicity Manager 
for the company. 

Clifford H. Folz has been promoted 
from Assistant to Associate Actuary. 


kk * 


Western Life: The company is observ- 
ing its 50th anniversary. In commemo- 
ration it has issued an attractively pre- 
pared brochure in color tracing its de- 
velopment. Perhaps the keynote is struck 
on the first page: “January 13, 1894 ‘the 
Western’ was organized by lamplight in 
the kitchen of Carlton G. Haizlip, still 
Secretary of the company.” 


*. Clarke has been appointed 
the Advertising Manager 





orth American Reassurance Co. 


b 9) John Street 
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N A SERIES of ten advertise- 
ments the Equitable Life Assurance 
society (N. Y.) is taking the offen- 
sive against governmental lending 
agencies and is granting, under a new 
plan, mortgages on a basis that will 
give the farmers the kind of credit 
they seek. This may portend a trend 

perhaps the day for apologizing 
aud endeavoring to substantiate the 
position of private enterprise has 
passed. The program as a whole in- 
dicates that at least one business be- 
lieves the adage that a strong offense 
is the best defense. 

The title for each advertisement— 
appearing in the farm press—is 
“\Vhat to Look for ina Farm Loan.” 
Each one of the series stresses sim- 
ple, readily understandable facts in- 
dicating the practical reasons for 
having mortgages financed by private 
lenders in general and the Society in 
particular. The “Approved Mort- 
gage Plan’ works like this. A bank 
makes the original loan to the farmer 
under an agreement with the Society. 


FARM LOAN DRIVE 


This permits the banks, using their 
own money, to grant long-term farm 
loans to their customers with a com- 
mitment by the Society to purchase 
the loans at the end of two years, or 
earlier at the bank’s option. The in- 
terest rate is 4% and the extension 
agreement provides a 10 or 15 year 
straight mortgage, or 20 to 40 year 
amortized mortgage. This latter is 
indeed a new feature. It will be in- 
teresting to observe how the 40 year 
amortization plan develops. 

The Bank and Society enter into 
an agreement whereby the Society 
agrees to purchase loans approved 
under the Plan, and the Bank agrees 
to sell and assign them at the end of 
two years, but the Bank may assign 
the loan earlier and receive a pre- 
mium of one sixteenth of one per 
cent for each unexpired month. 

The Bank takes the farmer’s appli- 
cation for a five year, four per cent 
loan and requests the Society to 
designate it as an “Approved 
Mortgage.” 





The Society appraises the farm 
at its own expense and if found 
satisfactory approves the loan, and 
enters into an extension agreement 
with the farmer modifying the pay- 
ments and extending the term in ac- 
cordance with one of the Society’s 
standard long-term loan plans—10 
or 15 year straight, or 20 to 40 year 
amortized. 

Upon approval of the loan by the 
Society, an attorney approved by 
the Bank and the Society examines 
the title for the Bank and instructs 
it as to requirements to be met on 
closing. 

The farmer receives the executed 
extension agreement from the So- 
ciety when the Bank closes its five 
year loan, 

The Bank pays the Attorney’s fee, 
but is reimbursed when the loan is 
assigned to the Society, and is re- 
sponsible for collecting the interest 
maturing during its ownership of 
the mortgage and for seeing that 
the taxes are paid. 
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Pilot Life Experiences 
Outstanding Year in 1943 


Significant Facts from 1943 Annual Statement 















HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by 121 Insurance Organizations as their meet- 
ing place—many returning again and again... a 
true "Mecca" for the Insurance Fraternity . . . Where 


you'll always meet your friends and associates. 


7 
W. M. Dewey, President. 


EDGEWATER BEACH 


5300 Block Sheridan Road. CHICAGO. 


P. J. Weber, Res. Manager. 





ASSETS 





HOTEL 





MARCH 1, 1944 


TOTAL INSURANCE IN FORCE.... 
A gain of $10,886,582 


TOTAL ADMITTED ASSETS...... 
A growth of $3,504,167 


po | eee 
An increase of $740,161 


INTEREST RETURN ON INVESTED 


PILOT LIFE 


INSURANCE COMPANY 


Emry C. Green, President 


Payments to Policyholders and Beneficiaries Since 
Organization in 1903 — $35,913,759.85 





$177,532,814 


31,500,338 

















6,960,009 


4.05% 


GREENSBORO, WN. C. 
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WACKY WITTICISMS 


F YOU don’t care how long it 

takes to issue your policies, just 
follow these suggestions: 
Don’t spell applicant’s name in the 
application exactly as signed by him. 
Variety is the spice of life. 
Don’t answer all the questions. 
Leave something to our imagination. 
Don’t write, scribble. When in 
doubt, use checks and dashes. 
Don’t bother to give an address. 
Our reporting company will find 
him, in time, anyhow. 
Don’t compare his birthdate and age 
nearest birthday. If he was born 
in 1887 and tells you his age is 35, 
don’t contradict him; let it ride. 
Keep the details of his occupation a 
secret. The Home Office will have 
lots of fun corresponding about it. 
Don’t tell us how the beneficiary is 
to be written. The Home Office likes 
to work these out and many employ- 
ees prefer this to crossword puzzles. 
Don’t be too inquisitive about the 
amount of insurance in other com- 
panies. This is the applicant’s busi- 
ness, and the company really should 


Liberal Agency Contracts 
Available to Texas Men Who Can 
Qualify to Represent the Amicable 


In Texas 





not be interested if the monthly in- 
demnity exceeds his earned income. 
Never date the application. It’s more 
fun for the Home Office to guess 
when it was taken. 

Any answer will do. We like to 
write letters, and the applicant will 
enjoy seeing you often before he 
gets the policy. 


From ‘London Life Topics (In Monarch Life 
Accelerator). 


INCOME TAX— 
COMBINATION INSURANCE 
AND ANNUITY CONTRACT 


Petty rie old taxpayer paid 
$55,000 for a single premium 
life insurance policy of $50,000 on 
his life and for an annuity contract. 
The insurance company allocated 
$35,642 as premium on the life in- 
surance policy and $19,358 to the 
purchase of the annuity. Under the 
annuity contract, the insurance com- 
pany paid the taxpayer $1,573.81 
each year. 


The Commissioner contended that 
as consideration for the $55,000 de- 
livered to the insurance company, 
the company had obligated itself to 
pay interest as an annuity during the 
taxpayer’s life and the principal sum 
of $50,000 to his wife at his death. 
It contended that the bisection of 
the agreement into the form of a life 
insurance policy and an annuity 
should be ignored. The taxpayer 
claimed that the amount received an- 
nually was an annuity payment tax- 
able only to the extent of 3% of the 
premium allocated to the contract 
until its cost had been recovered. 

The taxpayer’s contention was up- 
held by the Court.* 


1Comm. v. Meyer, CCA #6, 12/9/43. 
(Estate & Tax News—Continental Bk. & Tr 
Ge, B. 23 


_ GOVERNMENT BONDS 


MERICA’S 68,000,000 life in- 


surance policyholders are mak- § 


ing an important contribution to the 
war effort. The investment of pol- 
icyholders’ reserves in U. S. govern- 
ment bonds now averages more than 
$180 per policyholder. 


(Institute of Life Insurance 








— 








EVERY ONE, a penrecr 


“CENTER OF INFLUENCE”’ 


The man whose judgment is respected and sought 
by those around him—in his company and in the 
community—is an important “center of influence" 
for the life insurance man to cultivate. 


) In more than 2,000 cities and towns in the twelve 
middle western states, these men are daily readers 


of the Chicago Journal of Commerce. 


Your advertisement in its columns will carry your 
message direct to their attention under very favor- 
able circumstances. 


Sournal of Commerce 


“The Central West’s Daily 
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os cheaail 


Chicago 


Business Newspaper” 
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le. MODERNIZING DIVIDENDS AND INTEREST TAKING IT 
ny, “NEWS LETTER" 
to OLLOWING companies are con- AN you take it ?’—That intan- 
the NEW “streamlined” version of tinuing 1943 dividend scale, ex- gible thing that cuts like a knife, 
um the widely-known “News Letter” cept as noted: Guarantee Mutual, © stings like a lash, lays some men flat 
ith. if the Insurance Society of New Neb. ; increase of 9.1% on 3! 2 7 on their backs, and drives others to 
of York has been promised in March. policies ; Mutual Trust (Ill.), Ohio extremes of anger and senseless ac- 
life resident William A. Riordan has National, Oregon Mutual, Pacific — tion—criticism. 
tity | appointed a special committee to su- Mutual (Cal.), _ Mutual and Can you take it? 
ver | pervise the modernization and han- Prudential (N. for Ordinary The little-minded man _ cannot. 
an- § dle editorial work of future issues Only, Intermediate increased and In- he big-minded man can, and does 
ax- J} of the “News Letter.” The January dustrial reduced in some cases. that is one reason-why he is big. 
the § issue largely followed the established Interest payable on dividend ac- The little man makes excuses and 
ract format but the next issue in March cumulations, instalment settlements, “passes the buck.” He grows even 
1. will be entirely re-designed and will withdrawable non-withdraw- smaller with every added weakness 
up- § incorporate several new features able : Guarantee Mutual, 3% or he attempts to cover up. 
having a high degree of reader-in- 3/27 depending on policy provi- The big man analyzes himself in 
terest. SIONS ; Mutual 3Y2% and the light of criticism offered 
« Tr Members of the new committee Oregon Mutual, accumulations eyen courts it. He discovers where 


are: Kenilworth H. Mathis, editor 3/27 — withdrawable 





settlements he is weak and seeks 


- : ICO, -Ww} 7 WTe » 2h - onar- ° es ° . 
of the Casualty & Surety Journal; 2%, non-withdrawable 3% or guar- himself in the light of 


) John W. Francis, publicity manager nteed rate if higher. 


of the National Board of Fire Un- 
-in- @ derwriters, and Ed. C. Smith, public 








nak- relations manager of Alfred M. CUBAN AGENCY WANTED and discovers something the litth 
Best Company, Inc. In addition, A. well known Cuban lege! firm with man never learns—that others 
~ . =. pee =e 5) ai i] wi a . ty ero 1 - 
Mr, Smith will assist President headquarters in Havana are interested in 'elp him to grow big 
Riordan and Arthur =. Goerlich, establishing a life insurance agency and to Phere is no truer test of 
educational director of the Society, this end are seeking the representation of = right to command——his ab 
will all general news and publicity 2, United States meenes compeny. -o big and lastin 





concerning the Insurance Society of 






We shall be glad to put any interested 
2 % companies in touch with the principal in 
New York. Havana. 


derstanding. He give 
judgment of others 1 
garding himself as 
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The LAMAR LIFE 
INSURANCE COMPANY#@ 
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JACKSON, MISS. 
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Provides liberal agency contracts direct with 
the Company, allowing excellent first year 
commissions and continuous renewal com- 











NORTH AimeEMtCAN 








LIFE INSURANE! “ox eAY of CHICAGO 


ooum 





-- Chronicle wf ‘sages -- 


1942 
Insurance in Force $75,065,000 
Admitted Assets 14,848 000 
U. S. Government Bonds 1,723,000 
Policyholders’ Surplus 1,066,000 


Total Payments to Policyholders 

since organization 
Since its organization 37 years ago 
pany has enjoyed an outstanding rec 


1943 ~ 
$79,000,000 
15,923,000 
4,032,000 
1,219,000 


$28,110,000 


the Com 
ord of sta- 


bility and growth. The 1943 gain of Insurance in 
Force was the largest in 18 years and the increase 


in Assets was the largest in 13 years. 


CORRESPONDENCE INVITED 


E. S. ASHBROOK, President-Treasurer 





North American Building, 36 South State St. 
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Be Professional—Continued 
underwriters are sincerely interested 
in helping the client and in order to 
be in a position to give sound coun- 
sel, they encourage the client to tell 
his story. Usually, the mere recital 
of the facts establishes the problem 
and the underwriter knows the solu- 
tion. Sometimes the solution calls 
for additional life insurance ; some- 
times it doesn’t. In either case, the 
underwriter keeps faith with the 
trust placed in him and advises the 
client accordingly. 

“Do these underwriters use emo- 
tional appeal to motivate action? 
Most assuredly they do, the most 
powerful motivation in all the realm 
of psychology, the life situation, the 
problems outlined and recognized by 
the client. 

(4) The fourth common charac- 
teristic is the complete follow- 
through job which these professional 
underwriters do. They bring the 
client and attorney together for will 
preparation; they assemble benefi- 
ciary settlement agreements for the 
client’s signature ; they supervise de- 
tails in connection with gifts and 
advise as to motives which will sup- 
port the gift against possible Treas- 


ury Department attacks based on the 
theory of “gifts in contemplation of 
death”; they remind the client that 
the tax reporting date is near at 
hand ; they keep their clients advised 
regarding changes in the law and 
court decisions affecting the client’s 
estate. In short, they provide a mul- 
titude of services, some of which do 
not come within the province of the 
client’s other advisers to perform. 
That these services are all extremely 
important is evident from a mere 
recital of them; that the client is 
deeply grateful is an entirely natural 
reaction ; that the underwriter’s time 
investment pays good dividends is 
not surprising. 


Build Prestige 


(5) The fifth common character- 
istic of these professional underwrit- 
ers is the unusual prestige-building 
activities in which they engage in 
addition to those in which every suc- 
cessful underwriter participates. For 
example: one underwriter mailed a 
letter every month to each estab- 
lished and each prospective client 
embodying comments on changes in 
laws or court decisions affecting 


estates. The style of the letter was 
impersonal and detached, no visible 
effort being made to sell anything, 
but rather a studied attempt to fur- 
nish pertinent information which 
would be of interest to estate owners 
and which might not otherwise be 
called to their attention. The cumu- 
lative effect of these letters, while 
more difficult to trace than some 
other types of activities, was felt to 
be a sound investment... . 


Money Investment 


(6) The sixth common charac- 
teristic of these underwriters is their 
willingness to make a sizeable money 
investment in their practice. Some 
have elaborate offices with secre- 
taries, etc.; others prefer less pre- 
tentious surroundings. But all of 
them spend money each year in get- 
ting business. For the most part, 
they are wise investors. They may 
buy books and published services, 
prepare elaborate reports, or distrib- 
ute football tickets to their clients. 

Now, let us get down to brass 
tacks and do a job of self-examina- 
tion. If the service your clients re- 
ceive does not measure up to your 








lost his life. 


than the Seabees. 


exercising it? 


“The Natural Bridge 
to Security” 
BRADFORD H. WALKER, President 


Home Office: RICHMOND 
Established 1871 





Seabees Send Lass 
Co College 


T IS reliably reported that Seabees on a 
South Pacific base recently passed the hat 
and collected enough folding money to make 
possible the college education plans cher- 
ished for his daughter by a buddy who had 


It would be difficult, if not impossible, to 
find a more dependable group of Americans 
They “Can Do'’—and 
how!—but they cannot be expected to pay 
for the college educations of America's 
youth. Helping to do that, Mr. Underwriter, 
is your privilege. How extensively are you 


NEE comany of VURGINUA 











Liabilities 











HOME OFFICE 
CHICAGO 


“bs Faithful as Old Faithful” | 


New Paid Business to Insurance in Force 
Insurance in Force Increased 
Admitted Assets Increased 
Increased 
Surplus Increased 
Average Interest Receive 
Average Interest Received on Bonds 
Net Yield on Real Estate 
Net Yield upon Assets as a Whole 
Actual to Expected Mortality... . 
Lapse Ratio... ‘ 
Insurance in Force $221,080,229.00 








FIELD BUILDING 


ee : ILLINOIS 


DURING 1943 


on Mortgages...... 


MUTUAL TRUST LIFE is a purely mutual net level premium 
reserve Company. It operates in the East as well as the 
West. Its eastern territory includes New York, New Jersey, 
Pennsylvania and all of the six New England States. 


Nothing Beller in Life Insurance 
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IH . . « live in Colorado, New Mexico, 
ih . . 
Nevada, North Carolina, Texas, Vir- 
\}} _— . 
/) — ginia, Utah or Wyoming? If you do— 
rac- i and are looking for a company that 
heir il can and does offer close cooperation, 
ney \\|| es 
sade | saleable policies and a profitable 
cte- agency contract—then, by all means, 
pre- write... 
of 
vet- . 
i Smoothly geared to wartime conferences 
may Convenience is what counts in wartime meetings C CIDENTAL ° 
ices, at The Waldorf...where conference rooms and 
a guest rooms are spacious and quiet...and where 
- subways connect with every point of the city. INSURANCE COMPANY 
ati RALEIGH, N.C. 
ey ae y 1 ‘Tn  * ~» 7*”»; AWwx22 
“wee Si WALDORF-ASTORIA MA ———— 
; re- 
your Park Avenue, 49th to 50th . New York = 
a . . . - o . . *- 1.2 . 
>I ideals regarding the quality of the from the urge to do all the talking priety that life underwriting is a 
| service to which, in your opinion, and your client will have an oppor- profession. When that day comes 
they are entitled, and if you are not tunity to tell his own story. With the underwriter will share in full 
| satisfied with the amount of compen- this more complete information measure the public esteem now en- 
| sation you receive from your work, about his problems, you will be ina _joyed by the institution of life in- 
| then perhaps it will be profitable for position to suggest sound and ac- surance. The protection needs of the 
| you to use the yardstick which the ceptable solutions. American home will be served with 
professional underwriters, about Can you follow through and give the skill and the wisdom that will 
whom we have been talking, have your clients complete service? No help to preserve it as the solid foun- 
employed in the building of their one can keep you from doing this dation supporting the Nation's 
careers. when you know what to do and __ strength and greatness. The under- 
when you observe the effect which writer will achieve inward satisfac- 
Self-Examination these services have on your income. tion and material rewards commen- 
P Can you participate in unusual surate with his contribution to his 
P Can you pay the price in study and __prestige-building activities? With country’s well-being because he will 
fo effort to become thoroughly in- the vision you will have achieved as know in his own heart that he has 
formed? You have the time—why part and parcel of your professional added measurably to the sum total of 
; do you not invest it in your own underwriting, you will see new ave- human happiness. 
° * * + e . 
/, idvancement? Do you lack vision? nues for self-expression. 
fo [hen proceed forthwith to get an Can you spend a sizeable amount 
) . . ° - . . . 
/o inspiration from someone but do not of money in securing your business ? MISSISSIPPI 
further delay the lifting and broad- Perhaps not at the moment, but New Commissioner 
ening of your horizon. neither could the top-notch under- 
m Can you prepare your cases with writer at first. As your production OHN SHARP WILLIAMS, 3rd 
1e meticulous care? Certainly you can grows, however, you can and you for the past eight years Commis- 
Y: when you have paid the price to be- will invest more cash in your own _ sioner of Insurance for the state of 
come thoroughly informed. career. Mississippi, died on January 29th 
Can you conduct interviews in the So there we have it. There is no last. Prior to becoming Commis- 
“conference atmosphere”? Most as- valid reason why you should not be- sioner, Mr. Williams was for several 
suredly you can when you have come a professional underwriter. years an agent handling general in- 
= achieved a broad informational When enough men achieve such a_ surance. He was succeeded as Com- 
——— . ry . . . . a! 
background. You will then be free status, then it may be said with pro- missioner by Jesse L. White. 
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terminated to enter military service 
(as contrasted with entering war in- 
dustries) than was the case with 
full-time Ordinary agents. 

Those who, in analyzing the pres- 
ent makeup of our agency forces, are 
disposed to follow the old admoni- 
tion “cherchez la femme”’ will soon 
discover that they are able to find 
her in increasing evidence. During 


the past year the induction rate has 
been 30% for full-time Ordinary 
women agents as compared with 16% 
for all full-time Ordinary agents. 
However, we should note at once 
that the termination rate among 
these women agents is high, 29%, 
so that the net gain of the number 
of full-time Ordinary agents in force 
is very small—only 1%. When we 
turn to the experience of Weekly 
Premium companies, we find a some- 








GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 





® { U.S. Government 


ANS TO POLICYHOLDERS 


Oracy RESERVE 
RESERVE FOR 


POLICYHOLDERS? DIVIDENDS 


reductions. 


* 


denta 
with Surgical Procedure benefits. 





CASH ON HAND AND IN BANKS... 
BONDS— 


CASH eer re ee *s 47,126, a 58 
FIRST } MOR GAGE oar ON REAL ESTATE.............-..- 


oy ly UAT... a Sree 


MS AND INTEREST PAID IN ADVANCE 
TAXES 


and e ses) 
SERVE. FOR ACCOUNTS NOT YET DUE 





Financial Statement 
December 31, 1943 


ASSETS 
re ee $10,225,140.13 


Siar ena ayers ery et 


6,721,879. 


47,392,626.37 

ee INGE 6 isin 5 oo ccc tsnicecsesscecsbsiaescesne 890, 600.00 
I eg nc pacino 0.910 00.004 oe Sie diccecsieies 10,207,117.13 
pS mG UB i oo: - re 14,429.10 
EE OR Cee ee a OT er are San re irr ae eee ae 1,658.755.00 
oe BE ag ORY eee eer ee 119,264.95 
weed ion RENTS ON INVESTMENTS ACCRUED BUT snes 

INTEREST AND RENTS DUE = INVESTMENTS (None of 

which is past due more than 90 days)... .........ccscccececeees 238,316.39 
NET PREMIUMS IN COURSE OF COLLECTION Bi cic to tofesces tightens 1,909,303.70 
BALANCE OF INITIAL POLICY LIENS.....................: 3,025,394.00 


21,178,467.13 


SPECTR TOT eee $134,705,486.13 


cet asta a aincatsio a Aiaae Salvate $125,335,916.45 


49,055.28 
834,309.49 


296,313.28 
494,732.66 
1,604,233.76 





occ cceccccerccccccccesoces $129,314,560.92 
PORTION OF CURRENT YEAR’S EARNINGS AVAILABLE FOR 
aes Bee DECLARATION TO PARTICIPATING 


POL a enn abe OS CRM WN 4010 6560in td wene Sins 566,183.00 
CONTINGENCY IN oa, orcs ies cn- Minter sorb aS nism baa aS 2,515,836.98 
Under Purchase Agreement. ..............-.000005- $1,369,815.98 
I a 55.575. 5, a's sa ajar orn. dreseck: pbie 616b-0r86:% 96,021. 
i ss eh 0 0:8 350,000.0 
CAPITAL BIOCK AND GUARANTY POUND « o.2.60csccesecccesses 500,000.00 
RELA CESSES Si Shae Spa ETS ICIP einer ia eae one rars 1,808,905.23 


Rea ddaie si seheehearese we mae $134,705 ,486.13 


@Actual Market Value of Bonds is more than $1,370,000 in excess = on amounts shown above. 
@Does not include liens totaling $522,768 which have been discharge 
policyholders, nor $75,899.04 liens on dividends on deposit, both of which items will share in future lien 


payments in cash or credit by 


@Includes assets in “Old Company Account™ established under Purchase Agreement dated September 7, 
1933, on file with the Superintendent of the Insurance Department of the State of Missouri, (cop 
agreement may be obtained from him or the company), against which the Superintendent reserved a lien to 
protect certain liabilities therein described and fully included among the liabilities in this statement. Status 
of Old Company Account on file with the Superintendent and with the company. 
Full net legal reserves on policies issued by General American if are secured by deposit of approved se- 
curities with the Superintendent of the Insurance Department of t 
guaranty fund, and surplus are additional protection to all policyholders. 


of which 


e State of Missouri. The capital stock, 


* * 


MULTIPLE LINES: Participating « Non-Participating « Salary Savings « Juvenile 
= Standard « Annuities « Commercial Accident and Health 


and Hospitalization 


pen Pm Life « a Insurance e Group Accident and Sickness « Group Acci- 
Death and Dismemberment e Employee and Dependents Group Hospitalization 























52 


what different picture. Work on « 
debit is a new field for women, hay- 
ing opened to them in appreciabl 


degree only during the past two 
years. During the twelve months 





ending October 1, 1943, 20% of th 
Weekly Premium agents hired were 
women, and only 2% of the termina 

tions or finals were women. Thx 
result was a very great increase in 
the proportion of women’s contracts 
in force, there now being over 30) 
times as many women under co! 

tract as a year ago, and something 
like 1,530 in actual numbers. 


Managers and General Agents 


A study of the termination rates 
of Managers and General Agents 
shows that they have remained fairly 
stable during the past four years 
although the rates are uniforml) 
lower, both for induction and ter- 
minations, in the case of District 
Managers of Weekly Premium agen- 
cies. 

We analyzed the terminations as 
to the reasons therefore and found 
that a very much smaller proportion 
of terminations of the Weekly Pre- 
mium District Managers was as a 
es of the war than was the case 


in General Agents and Managers 
of Ordinary agencies. Only 13% 


of the Weekly Premium Managers 
terminations was due to men enter- 
ing military service, or war industry 
for example, while the corresponding 
figure for General Agents and Man- 
agers of Ordinary agencies was 34°. 

In the concluding section of the 
United States Census we give a feii- 
year picture of trends of Ordinary J 
agents in force and new business J 
written, based on the experience of § 
35 companies. Exactly 50% as J 
many full-time and part-time Ordi- | 
nary agents are in force this year as_ J 
were in force in 1934, and there are jj 
1% more brokerage contracts in 
force than ten years ago. 

More interesting, perhaps, is to 
take the total number of contracts 
and compare this with the total new 
business written each year beginning 
with 1934, for the results show tlic 
average share of new business avail- 
able per agent. If we take the share 
of new business per agent in 1934 
as 100%, we find that the figure for 
1942 was 134 and the estimated fig- 
ure, based on reasonable assumptions 
for production in 1943, is 160, rep- 
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resenting by far the highest share 
per agent that has been experienced 
in this ten-year period. 


Canadian Results 


In Canada, for the first time in 
five years, there has been an increase 
in the total number of Ordinary 
agents’ contracts in force. The num- 
ber of Weekly Premium contracts 
has continued to decrease but the 
rate of decrease has been very slight 
—approximately 1% of those in 
force at the beginning of the year. 
The figures in the Canadian Census 
are reported by 21 companies whose 
new business production in 1942 ac- 
counted for 89% of the total 
amount of Ordinary and Weekly 
Premium new business written. 

As of August 1, 1938 there were 
8,366 agents’ contracts to sell Ordi- 
nary insurance in force in Canada. 
Using this as the index for 100, we 
find there was a decline to 74 in 
1942. At that point, however, the 
curve started to rise and as of August 
1, 1943 the index stood at 76. 

Contracts to sell Weekly Premium 
and Ordinary insurance numbered 
3,014 on August 1, 1938 and the in- 
dex showed a steady annual decline 
from year to year, being 88 as of 
August 1, 1943. 

The figures on total Ordinary con- 
tracts include, as they did in the 
United States Census, full-time, 
part-time, and brokerage contracts. 
When we study these types sepa- 
rately, we find that full-time con- 
tracts have decreased slightly dur- 
ing the last year where the number 
of part-time and brokerage contracts 
has increased to a level slightly above 
the number in force in 1940. 

The restrictions on the hiring of 
new men under the Canadian Na- 
tional Selective Service regulations 
has had a marked effect on the in- 
duction rate of full-time agents, both 
Ordinary and Weekly Premium. 
This has been offset to a great ex- 
tent during the last twelve months 
by a corresponding reduction in the 
termination rate. 

The figures make it appear that 
in the Dominion the period of heavy 
losses in the agency force has been 
passed. The record of business sold 
with the reduced number of agents 
is extraordinary. Ordinary sales in 
Canada in 1943 are approximately 
at the 1929 level and are more than 
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* LAND CONTRACT 


BONDS 
$14,662,148.12 in U. S. Gov- 
ernment Bonds; $378,783.85 in 
Canadian Government and Re- 
public of Panama Bonds; $2,- 
744,798.42 in State, County, 
Province and Municipal Bonds; 
$10,548,221.65 in Public Util- 
ity and Industrial Bonds; $5,- 
520,199.84 in Railroad Bonds; 
$405,347.00 in Stocks. Interest 
accrued $261,116.09. 


MORTGAGE LOANS ........ 
Including $10,320,749.89 First 
Mortgages on Real Estate and 
$11,467,580.23 F.H.A. Insured 
Mortgages. Interest Due and 
Accrued $83,611.27. 


LOANS on POLICIES....... 
Including Interest Due and Ac- 
crued $33,040.70. 


PROPERTY SOLD UNDER 


21,871,941.39 


6,883,399.73 


2,231,649.86 
7,513,418.01 


OTHER REAL ESTATE..... 
Including Home Office Build- 
ing, $627,850.48; Rents Due 
and Accrued, $11,491.42. 


PREMIUMS—Net .......... 1,538,656.95 
Deferred and in Course of Col- 
lection. 

EE Sacneinbtee eae a nme ae oak 2,022,045.51 
In Office and on Deposit in 
Banks. 

MISCELLANEOUS 

EE ee 39,244.49 


Totat ApMITTeD Assets... .. $76,620,970.91 





Lyd 
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Natement 


DECEMBER 31, 1943 


LIABILITIES 
POLICYOWNERS’ 
RESERVES 

Present value of outstanding 
policies and annuity contracts, 
including disability and double 
indemnity benefits. 


Peers Pere $62,980,113.00 


POLICYOWNERS’ FUNDS 1 
Present value of proceeds of 
policies, dividends, etc., left on 
deposit with the Company. 


353,499.74 


IN sed bs nemeas andsoaawe 270,533.70 
Awaiting proof and not yet due. 
MISCELLANEOUS 
LIABILITIES ..... err ree 396,004.86 
Including Taxes, Expenses, In- 
terest and Rents paid in ad- 
vance, etc. 
EW CUNEND <08kk60006.2s0s006 618,174.32 
Apportioned for the year 1944, 
deferred dividends payable 
after December 31, 1944 and 
$28,174.32 dividends accrued. 
SPECIAL RESERVES .. ; 927,147.41 
For Real Estate and Mortgage 
Account. 
UNASSIGNED SURPLUS... — 1,075,497.88 


ToraL LIABILITIES AND 
Surplus FUNDS ....ccccess $76,620,970.91 


= LIFE INSURANCE COMPANY 


Harrison L. Amber, President 


PITTSFIELD, MASS. 


INCORPOPATED 1851 








40% above the average sales for the 
preceding five years. 

Undoubtedly, one of the facts con- 
tributing to the increase in total Or- 
dinary contracts in Canada is the 
very favorable experience of Cana- 
dian companies in adding women to 
their agency force. This experience 
is in contrast to that in the United 
States, already mentioned. The in- 
duction rate for full-time Ordinary 
women agents during the year ending 
August 1, 1943 was 76%, the ter- 
mination rate 34% with a net in- 










crease for the year of 42%. For 
part-time and broker Ordinary 
women agents, the induction rate was 
69% and the termination rate 38% 
for a net increase of 31%. 
Twenty-four per cent of the 
Weekly Premium agents hired be- 
tween August 1, 1942 and August 
1, 1943 were women. Only 9% of 
the Weekly Premium terminations 
or finals were women. Since there 
had been virtually no hiring of 
women agents prior to this year, as 
(Continued on the next page) 
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of August 1, 1943 women with 
Weekly Premium contracts consti- 
tuted only 2% of the total agents’ 
contracts in force. 

Examination of the induction and 
termination rates for Managers in 
Canada reveals a remarkably stable 
situation. The termination rate for 
Ordinary agencies and Managers 
was only 6% during 1943 compared 
with 12% in both 1942 and 1941. 
During the three-year period the in- 
duction rate has been approximately 


equal to the termination rate so that 
the number of Managers has re- 
mained practically the same. The 
termination rate for Managers of 
Weekly Premium agencies was 
7% in 1943. The turnover among 
this group of Managers has been low 
during all of the years studied. 
Finally, in the Canadian Census 
report we have prepared a ten-year 
picture, comparable to the ten-year 
picture for the United States, based 
on the experience of fourteen com- 
panies. Analyzing the full-time con- 
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THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
Financial Condition, December, 31, 1943 


OUR RESOURCES 


Bonds a Sea Pee see pen TA $15,823,047.00 
First Mortgage Loans |. 8,262,019.57 
Loans to Policyholders . 2,187,886.29 
Cash on Hand 1,051 ,908.25 
Home Office Building . 446,000.00 
Real Estate Sold on Land Contract . 387,341.47 
Other Real Estate . . Peek aarie 142,680.07 
Premiums in Course of Collection ........ 502,652.35 
Accrued Interest ...... 116,286.32 
Premium Notes 21,569.68 


Total Resources 


$28,941 391.00 
OUR LIABILITIES 


Policy Reserves ... Ren ae $24,448,851.39 
Dividends to the Credit of Policyholders errs 733,602.52 
Dividends to Policyholders for 1944 235,842.00 
Premiums and Interest Paid in Advance .......... 496,841.47 
Reserves for Taxes Payable in 1944 . 78,900.00 
Miscellaneous Liabilities ..................... 15,535.03 
Claims Awaiting Completion............ 88,464.63 
Death Claims Due and Unpaid . .. None 
Total Liabilities ........... $26,098 ,037.04 


Excess Protection to Policyholders 


Capital Stock .................. $1,000,000.00 
I ip ck a ce hhis bat 1,000,000.00 
Contingency Reserves........... 


843,353.96 


Surplus for the protection of Policyholders . .. $ 2,843,353.96 


Total Liabilities and Surplus ......... $28,941 391.00 


Five Years’ a 


Insurance in Force 30% Increase 





Assets .... Perse yrerTT ener 8 | | 
Surplus for Policyholders PP Sreee TT Tere 
LIFE ACCIDENT HEALTH HOSPITAL 








tracts only, and taking the 1934 fig 
ure of contracts in force as 100% we 
note a steady decline each year with 
the index standing at 59 for the year 
1943. Brokerage and part-time con 
tracts, on the other hand, stand al- 
most exactly the same today as the) 
did ten years ago. 


Agents Contracts and New Business 


We have also taken for this same 
group of fourteen companies a com 
parison between the indices of the 
total number of agents’ contracts and 
new business paid for in order that 
we could get an index for the share 
per agent similar to that attained for 
the United States. The picture as re 
vealed by this tabulation is certainly 
most encouraging for the agent who 
is still under contract today. Taking 
the share of new business for 1934 
as 100, we note a gradual increase 
in the share per agent and the index 
stood at 184 for 1942. The figure 
for 1943, based on an estimate which 
experience has shown us to be ex- 
tremely accurate, shows the index at 
204. In other words, the share per 
agent of the new business written in 
Canada has more than doubled since 
1934. 

Last year, from this platform, we 
reported to you that the biggest trend 
during the previous year had been 
toward recruiting from groups of 
men who had had sales experience. 
As far as we can tell, the situation 
has continued during the twelve 
months just closed. 


Salesmen Today 


One of our agency officers 
summed up the situation perfectly 
the other day when he said: “Ther« 
is tremendous competition today for 
man power all over the country but 
no competition at all for salesmen— 
as salesmen.” 

One company with which we hav 
been in close contact recently, and 
which is adding new men to its or- 
ganization as a result of a program 
organized and supervised by the 
Home Office. confines its activities 
almost entirely to men with sales 
experience over 38 years of age. 
Their experience in finding prospec- 
tive agents to talk to is not limited 
to any one city but is the trend in 
agencies in various parts of the 
country. 
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An interesting example of a type 
of salesman not out of work but 
“economically disturbed” came to our 
attention not long ago. A represen- 
tative of a large company providing 
rock wool insulation for homes was 
attracted to the life insurance busi- 
ness even though at the time he was 
making many sales and making lots 
of money, too. In his business, he 
pointed out, the better sale you make 
the less chance there is of a repeat 
order because a good insulating job 
is a lifetime proposition. On the 
other hand, in life insurance the bet- 
ter sale you make the more chance 
you have of a repeat sale and the 
building of an increasingly profitable 
clientele ! 


We have had increasing reports 
of successful recruiting efforts 
among groups of returned soldiers— 
and men classified 4 F. We have an 
indication of what this source may 
mean to us, numerically speaking, by 
a report just made public by the 
United States Army. Between Pearl 
Harbor Day and August 31, 1943, 
550,000 officers and men were honor- 
ably discharged and of these only 
200,000 were over 38 years of age 
and released specifically to go into 
war industry jobs. These figures are 
for the army only. 


Centers of Influence 


An interesting aspect is reported 
to us by a man who says that he has 
found one of the best recruiting or 
centers-of-influence in his town in 
the Commander of his American 
Legion Post. This man, as are other 
Legion officials, is interested in the 
boys who are coming out of the army 
and is anxious to help them get re- 
established in civilian life. The op- 
portunities to recruit through such 
key men should increase greatly as 
more and more men return from 
overseas. 


More and more organizations, un- 
official and otherwise, are being set 
up to aid in rehabilitation work with 
returned soldiers and these may be 
of increasing value in our search for 
new agents. After all this is a two- 
way proposition. These organiza- 
tions are just as anxious to find 
places for qualified men, provided 
they are shown the true opportunities 
in life insurance, as we are to find 


men. 
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days of peace. 


Way of Life. 








FORWARD 
Un All Fronts 


Life underwriters under arms are serving 
the Cause of Freedom with distinction on 
the far flung fields of war. 


Life underwriters of the home front are 
also making vital contributions to the Cause 
of Freedom. Theirs is a national mission, 
even more essential in times of war than in 
Their arms include the sale 
of new life insurance and war bonds, the 
servicing of life insurance now owned, the 
relentless assault upon inflation, and a united 
and determined will to carry on... mighty 
weapons all for furthering the Cause of 
Freedom and perpetuating the Democratic 


EQUITABLE LIFE of IOWA 


Seanded 1067 


—. 


DES MOINES 
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The current wave of optimism 
about the war, even though it may 
he unwise from the over-all military 
point of view, has come to the aid 
of life insurance Managers who are 
actively recruiting, we are told. The 
types of men who are found more 
recently interested in life insurance 
come from groups working in Gov- 
ernment emergency agencies such 
as the O.P.A., the O.C.D., and 
the O.W.I. These organizations now 
find that the great peak of building 
personnel has largely passed and 
many of them are now stabilizing 
their personnel, actually reducing it 
in many instances, as the result of 






economies of operation that have 
been effected. This “straw in the 
wind” may be worth watching. 


Women as Agents 


Probably the most significant fact 
as far as women agents are concerned 
at the present time is that in Ordi- 
nary agencies the termination rate of 
this type of agent is relatively so 
high that even though a large number 
of women have been recruited, the 
number of women agents in force has 
increased only slightly. On the other 
hand, in the Weekly Premium com- 
(Continued on the next page) 
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Manpower Today—Continued 
panies women have been recruited 
and retained under contract to a de- 
gree almost astounding. 

It would be remiss of us not to 
make mention of what is probably 
the best study of the operations of 
women agents on debits that has 
come to our attention. This company 
appointed its first woman to a debit 
in October of 1942 and by August 
1, 1943 had appointed a total of 446 
women. As of September 1, 1943 
it had 335 women under contract. 
Its termination rate—that is, the per 
cent of finals among women during 
the first six months of 1943—was 
11.9. This termination rate was con- 
siderably lower than the same for 
men agents appointed during that 
period. 

The production experience of the 
women agents, checked against a 
group of men agents picked at ran- 
dom who had worked for the same 
number of weeks, showed that the 
women did as well as the men, both 
in their production of new Weekly 
Premium insurance and in their sale 
of Ordinary life insurance. 

The company has followed the pol- 
icy that it has a career job open for 
women in the Weekly Premium or- 





Shifted Responsibility 


“T believe that the greatest service we are able to 


ganization and that the employment 
of members of the fair sex is no 
temporary expedient. Training and 
supervision of the women is being 
administered in the same manner as 
with men agents and there has been 
no change made in the method of 
reporting, rendering accounts, or 
any other phase of the job. 


Attitudes 


A prominent Frenchman, upon his 
arrival in New York recently, was 
asked what was the French attitude 
toward the British. “We are both 
pro- and anti-British,” he said. 
“Those who are pro-British say each 
night in their prayers, ‘Please, God, 
let the gallant British win quickly’ 
Those who are anti-British say each 
night in their prayers, ‘Please, God, 
let the dirty British win quickly!’ ” 

A review of the current recruiting 
situation makes us realize that there 
are many different methods being 
used but that when the results are 
satisfactory it doesn’t make so much 
difference whether we are pro-this or 
anti-that. Companies—and agencies 
—doing the best job of recruiting 
are those which seem to have devel- 
oped and maintained an habitual re- 





cruiting process in their men. And 
they realize that recruiting is only 
one phase of an over-all job and 
successful only when it is integrated 
that a recruiting program is really 
with a well-thought-out plan for fi- 
nancing, training, and supervising the 
men and women put under contract. 

Mark Twain once cheerfully ob- 
served : ‘Methuselah lived 969 years. 
But what of it? There was nothing 
doing !” 

We may at times feel that the 
rapidly-changing scene at home and 
abroad makes more difficult than ever 
our efforts to guide our agency 
forces. But at least we are not in 
a period that can by any stretch of 
the imagination be called boring and 
we can pack into a few decades the 
events and experiences of several 
antediluvian lives. 

Whatever our tasks, whatever our 
ambitions, whatever our plans, we 
certainly must agree with the man 
who wrote: “New occasions teach 
new duties ; time makes ancient good 
uncouth. .. .” Is there any greater 
challenge to us than to recognize, and 
help our men recognize, the new oc- 
casions of today and to help them 
solve the problems which these new 
occasions create ? 











THE 


render today is through the next of kin of men who 
are in the service,” writes one of our agency cashiers. 


“Often it is some young wife who has taken over 
the responsibility of paying the premiums without hav- 
ing had any previous knowledge of the policies other 
than the fact that the husband is insured. 


“T have in mind two wives in particular whose 
husbands carry four and five policies. They did not 
know the first thing about the insurance, and when 
it became necessary for them to take over the husband’s 
affairs they were at a loss to know what to do. We 
made calendars for them, going into lengthy details 
in figuring out how best they could take care of the 
premiums, rearranging the payments so that not too 
large an amount would have to be paid in any one 
month. 


“The same thing applies to the parents of insured. 
For a while now this has constituted a major portion 


of our work—explaining what the policy will do, and 
the most convenient way to pay the premiums.” 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


WILLIAM H. KINGSLEY 
Chairman of the Board 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 5 











MANUFACTURERS LIFE 
INSURANCE COMPANY 
HEAD OFFICE @ TORONTO. CANADA 
Established 1887 
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INSURANCE IN FORCE 


(Including Deferred Annuities) 


727 
ASSETS 
241 


MILLION DOLLARS 
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CHARTERED LIFE 
UNDERWRITERS 


PPROXIMATELY one- 

seventh of the 7,353 C.L.U. 
-andidates thus far approved by the 
Registration Board are now in the 
irmed forces of the United States. 
lhese men are being kept informed 
if the college’s progress during the 
war period through periodic letters 
ind various publications. The So- 
ciety has waived all dues to those in 
the armed forces and has also made 
available study material of varying 
legree, depending on the amount of 
time such an individual can spare for 
this work. 

Plans have already been formed 
ior the post-war era. The first step 
in the plan consists of “refresher 
courses.” Such courses would cover 
the developments of recent years and 
point out the ways in which current 
situation differs from pre-war situa- 
tion with which the enrollee is famil- 
iar. By building on the candidate’s 
previously acquired knowledge, it 
should not be too difficult to bring 
him up to date. The second portion 
of the plan would deal with the 
“Current Survey.” This would goa 





Offers— 


Vested Renewals — 
Unrestricted Territory— 


Automatic Promotion— 
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The Columbus Mutual 


First—Low Cost Insurance to Sell. 


Second—Liberal Commissions for Selling It. 


(An Unusual Combination) 


Third—Ideal Working Conditions. 


Equality of Opportunity— 
The Right to Build Your Own Agency— 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 


long way to acquaint those returning 
with the present situation in regard 
to life insurance, business, politics, 
et cetera. Continuing along the same 
lines but detailing certain events 
more specifically would be the third 
portion entitled “Recent Significant 
Developments.” 

Presumably in the case of those 
men who are mustered out of mili- 
tary service prior to the cessation of 
hostilities, a modified program cov- 
ering the above would be carried out. 


CANADIAN SALES 
UP 


HE sales for December, 1943 

totaled just under $52,000,000. 
The sales of new Ordinary for the 
year amounted to $587,000,000, 
compared with $539,679,000 in 1942. 
These sales are based on the experi- 
ence of 18 companies, representing 
86% of the new Ordinary and are 
exclusive of increases, revivals, divi- 
dend additions, reinsurance acquired, 
pension bonds without insurance, 
annuities, group and wholesale busi- 
ness. 














Net Out Pr 


Peoples Life Insurance Company 
FRANKFORT, INDIANA 


37th ANNUAL STATEMENT 
For Year Ending December 31, 1943 


First Mortgage Loans on Real Estate ............... 
Real Estate, Including Home Office Building ........ 
Real Estate, Sold Under Contract ............- 
Loans on Company Policies ..............++++: = 
Bonds—Government, Municipal, Public Utility, Rail- 
road, Industrial and Miscellaneous ... , 

Stocks—Common and Preferred ..... 

Cash in Banks ...... 


Interest Due and Accrued ............50000+000ees 
y. - 


MILITARY DEATHS 
INCREASE 


T IS estimated that six million 

men have died in battle from 1939 
to the end of 1943, according to the 
statisticians of the Metropolitan Life 
Insurance Company. The total for 
World War I is put at 7,500,000. 
For the United States, the probable 
total exceeds 43,000, or 9,000 less 
than in the previous war. Approxi- 
mately three-fourths of the present 
war casualties are accounted for in 
German and Russian dead, each 
country’s total being in the neigh- 
borhood of 2,000,000. 

During 1943 the death losses of 
all belligerents is estimated at 2,000,- 
000. A similar figure was recorded 
for 1942. Of the total, 27,000 were 
Americans—an increase over 1942 
of about 100%. Naval fatalities were 
highest in 1942; Army were double 
those of the Navy in 1943. Jap 
deaths are estimated at 100,000; 
Germans, 850,000—1,000,000; Rus- 
sian, 600,000; British, 75,000; 


Italian, 5,000; Roumanian, 50,000; 
Chinese, 
made up of 
Finns, etc. 


38,000 and the balance 
French, Bulgarian, 


ASSETS 
$4,339,097.28 
217,097.47 
322,581.82 
1,457,796.46 


5, 339,520.87 
358,750.00 
1, 131,919.81 
90,163.88 
257,231.64 


























Reserve on Policies 


All Other Liabilities 





Surplus Unassigned 





All Other Assets .. 





Gross Assets .... Pe eee 
Deduct—Assets Not Admitted .............6.000055 


Total Admitted Assets ............-..- 


eee es A Ee $11, 344,820.06 
Reserve for Losses, Including Extra War Mortality. . 
Premiums and Interest Paid in Advance ...........- 
Reserve for Taxes .. iakeaaet 
See Ge TE TRAE occas cccceenssevvcessses 
Reserve for Coupons and Dividends ........ 
Reserve for Depreciation ............--.0++005: 
Reserve for Contingencies ............... 


Total Liabilities 
Capital Stock ...... 


NS NSE IEEE TE ITE EOE CO ETRE TTT $62.938,586.00 
New Business Written During the Year ...........- 
Paid to Policyholders and Beneficiaries Since Organi- 
2 EE ERROR Ie $14,379,991.00 


9,933.10 


$13,524,092.33 
63,699.38 





$13,460, 392.95 
LIABILITIES 


73,286.50 
83,033.86 
61,431.48 

300,023.49 

282,175.97 
63,272.99 

509,603.45 

42,745.15 





$12,760, 392.95 
300,000.00 
400,000.00 


ceceeeee $13,460,392.95 
9 le Son $13,460, 392.95 


$8,294,813.00 
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Training—Continued 

tion Trainer. He will never forget 
the War Production Trainer’s 
maxim that “If the worker has not 
learned, the instructor has _ not 
taught,” which responsibility, if we 
accept it, will go far to dissolve the 
criticism against agents who are un- 
qualified to serve our public. 


General Agents, Managers 
and Supervisors 


More Agency Building Schools 
are certainly part of our future sales 
management program. Our Penn 
Mutual plan for tomorrow, as in the 


1844 


OUR 


LO Oth 


YEAR 


STATE MuTUAL LIFE 


— See Company 


OF WORCESTER , MASSACHUSETTS 


past, is two a year with about 15 
General Agents and Supervisors in 
attendance. The popularity of the 
Bureau’s schools is ample evidence 
of this trend. 

Frequent conferences of General 
Agents, bringing them up to date on 
Recruiting, Training and Supervi- 
sion, production objectives and the 
source of profitable and the causes 
of unprofitable business, taken from 
Company and General Agency rec- 
ords are on our schedule. We hold 
two a year at central locations. 
These are not under the direction of 
the Training Department, but they 
are definitely training. 


1944 





STRONG WITH THE EXPERIENCE OF 
ONE HUNDRED SUCCESSFUL YEARS 
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Training for the Underwriter 


What is an adequate training sys 
tem? It comprises two essentia 
parts—the material, easy to obtain 
and the teacher, hard to obtain. 

The material may be bought or 
prepared by each individual com- 
pany. Each has its advantage and 
disadvantage. The purchased train 
ing course may be better than that 
which we ourselves write, but I be 
lieve our own specially prepared ma- 
terial has a morale-building value 
Superior to that which is bought and 
adapted to our individual use. 

What should the material consist 
of: 

1. An Induction Course covering 
Prospecting, Needs, Sales Presenta- 
tions, Motivation, Options, Policies, 
etc. 

2. An Intermediate Course cover- 
ing Programs, Business Insurance, 
Pension Trusts, Taxation, etc. 

3. To this should be attached 
hearty cooperation and promotion of 
the Chartered Life Underwriter des- 
ignation. 

By this means we parallel secular 
education by sending our underwrit- 
ers through life insurance grammar 
school, high school and university. 

No further comment is necessary 
about the Induction Course since 
inost companies are adequately 
equipped, except to point out that 
we have found a Check Sheet useful 
in making sure that the General 
Agent performs his training func- 
tion. This sheet contains a list of the 
subjects, a place for the dates they 
are taught, examination marks and 
a report of joint work production. 


2nd and 3rd Steps 


Intermediate Training is a worl 
we are now completing for the train 
ing of tomorrow. We have four 
studies on Programming, Benefi 
ciaries and Assignees, Pensioi 
Trusts, and Business Insurance 
The Intermediate Training Cours: 
seems to be the ideal beginning 0! 
advanced education as distinguished 
from salesmanship. Some authori 
ties advocate that Intermediat: 
Training should be institutional i 
character. I am inclined to believ« 
it is an individual company respon- 
sibility. 

For some years we have aided our 


underwriters to purchase textbooks 
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or C. L. U. study and as a con- 
ributing member of the Cooperative 
und for Underwriter Training, we 
ire enabled to pay half the cost of 
xaminations. We probably shall 
oon take a third step by offering 
cholarships in approved courses to 
\l underwriters who apply and meet 
ery reasonable qualifications. 

How should these plans be modi- 
ed to meet changing conditions of 
he near future? Not very much in 
the material. Basic education does 
ot vary. We should have new ap- 





‘roaches and answers to objections 
which flow in the stream of every 
conomic change. For instance, “I 
laven’t got the money” is not nearly 
as prevalent as it was a few years 
whereas “I’m buying War 
onds” is quite new. We certainly 
applaud the buying of War Bonds, 
but they do not solve life insurance 
needs. They remain the same. 

But all this printed educational 
material is less than half a loaf. 
Training lacks a large measure of 
its effectiveness without competent 
teachers, Managers, Supervisors and 
General Agents and a_ periodical 
check of their work. This is the 
crux of our future problem. 

It is from the teacher that we get 
the spark. The greatest teachers in 
my life, as I suspect in yours, have 
been not those who told us the most, 
hut those who inspired us to learn 
for ourselves. 


igO, 


Fashions in Thinking 


Teaching is drudgery to many 
people. We usually find the time to 
do the things we like to do but not 
the things that tax our patience. 
Consequently, I think that some of 
our General Agents and Managers 
neglect it or assign a large share of 
it to subordinates who do not possess 
the white heat needed to fuse the 
recruit’s faith in the life insurance 
business or to weld him to our Com- 
pany. It’s not the idea of training 
but the emphasis of its importance 
that needs reviving. 

There are fashions in thought, as 
there are fashions in clothing. These 
‘ashions revive from time to time. 
lwenty years ago training was a 
large part of Company and Conven- 
‘ion programs. Now that we have 
‘onsolidated our position with what 
we then hoped to accomplish—this 
is the year of revival and the next 
tep forward in thought and action. 
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THIS SPACE 
a Pennsylvania 
V Winston-Salem N. C. 
V Wilmington . . Delaware 
V Manchester N. H. 
\ Harrisburg ....... Pa. 
\V Portland ...... Maine 
\V Philadelphia ..... Pa. 
V York .... Pennsylvania 








If you are now living in 
or near any one of the 
above cities and are ambi- 
tious for a General Agency 
opportunity in your home 
territory (which your pres- 
ent company is unable to 


INSURANCE 


Fort Wayne 2, 





THE LINCOLN NATIONAL LIFE 





More Than $1,425,000,000 of Insurance in Force 


give you), write for details 
of the 


Life’s plan. An outline of 


Lincoln National 


the opportunity open to 
you will be sent in confi- 


dence without obligation. 


COMPANY 


Indiana 








This is a question which must be 
answered in our future training 
plans for use after we learn how to 
recruit them. There seem to be few 
authorities on the question and there 
is a difference of opinion as to 
whether training should be segre- 
gated or co-educational. Presumably 
the type of woman rather than sex 
of the recruit is part of the answer. 
A woman who thinks like a man 
usually prefers to study and work 
with men and they accept her on her 
mental status. There are plenty of 





women today whose minds are pre- 
dominantly masculine, as there are 
men with feminine reactions, and 
this has nothing to do with how they 
dress. 


Home Office Employees 


Training for Tomorrow certainly 
will follow the most advanced indus- 
trial plans of requiring new employ- 
ees to understand what the life in- 
surance business is about. Such a 

(Continued on the next page) 
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Training—Continued 

course on company time devoted to 
simple explanations of what the 
company is, what it does and how it 
is done, would tend to improve pub- 
lic relations and increase the effi- 
ciency of our clerical forces through 
recognition of the part each person 
plays. This study may well be a 
portion of the induction course for 
new agents. Subjects which they 
might take are Fundamentals, 
Needs, Types of Policies, Options, 
Rate Book, Self-Organization, etc. 


Visual Aids 


In the Penn Mutual we use more 
and more visual aids, particularly 
charts. Training tomorrow will 


7 


tj}; 


draw freely on this assistance, as 
well as on the projection machine 
with and without talking stills (we 
have both) and motion pictures. We 
meet here the same problem of our 
own Company’s training course vs. 
the institutional. The expense of a 
private film is too high for any but 
the largest company. These mechan- 
ical devices are primarily instru- 
ments of mass education and are 
effective only for training certain 
skills of the life insurance profes- 
sion. On the other hand, the phono- 
graph, with recording attachments, 
should be a splendid individual me- 
chanical help in teaching the organ- 
ized presentation. 

But all of this artistic and me- 
chanical assistance, such as it is, 


TO 


« 


are PLENTIFUL! 


“Plus signs” are plentiful along the road Pacific 
Mutual field representatives have traveled during 
1943. Some 50 Million Dollars of new Pacific 
Mutual protection has been placed and paid for 


in the year—a “plus” of 3 


2% over 1942 and a net 


gain in insurance in force of around 20 Million 
Dollars e For the career-underwriter with Pacific 
Mutual, there’s a world of satisfaction in such 
“plus signs”. They represent increased personal 
earnings. They are tangible products of those 
sound features of coverage and operation which 
constantly inspire Pacific Mutual representatives 
to say, “Ours is a distinctive company”. 


PACIFIC AUTUAL 
LIFE INSURANCE COMPANY 


(A CALIFORNIA CORPORATION) 


b 
Z 


HOME OFFICE, LOS ANGELES, CALIFORNIA 


LIFE- ACCIDENT 
HEALTH + ANNUITIES 
GROUP INSURANCE 


and Unusual Savings 


TIVE * 
PACIFIC MUTUAL.--A DISTINC COMPan> Featuring the New 


LZ 


Plan that Pays 
5 Ways 


— 


a * 


cannot take the place of an inspired 
teacher. More of what he says is 
remembered than what a paid per- 
former speaks into the microphone 
of a company organized to supply 
commercial films for the trade. That 
is the pay off. 


Officers as Teachers 


The Home Office can do a good 
job, perhaps even a better future job 
in the following. Every official of 
the company who is field-conscious 
and properly organized is an in- 
structor. Some of them are better 
than the professionals. Our Under- 
writing and Actuarial Departments 
are valuable associates in all training 
activities. Their records are a gold 
mine of information. 

In our Company we have the 
President’s Club, an organization of 
both new and established underwrit- 
ers whose award is a visit to the 
Home Office for two days. We put 
a group of them through a course 
every three months. The course is 
of loosely knit material, but it tells 
them something useful, binds them 
to us and builds their morale. Let- 
ters that come back tell us how well 
this is managed. It is not run by 
the Training Department but it is 
definitely training. More visits by 
the field to the Home Office, with 
an educational purpose, may be even 
more effective than visits by officials 
to the field, because of the Home 
Office prestige and the number and 
the rank of the officials with whom 
the student works. 


War and Peace 


Some day soon millions of men 
and women will come marching 
home, some to the jobs they for- 
merly held and others to new hori- 
zons. 

They will not be the same boys 
and girls who went to war. The; 
will be familiar with every kind o! 
aptitude test for intelligence, educa 
tion and general information. The 
will know what it is to work from 
6:00 a.m. till 9:00 p.m. and some- 
times for a stretch of 24 or 36 hours 
without relief. They will know what 
physical condition means and the 
need for coordinating mind, body 
and soul to the task at hand. 

They have been indoctrinated wit! 
the art of war and action—plenty o! 
direct action. 
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They will have been subjected to 
masterful training devised by the 
foremost trainers and psychologists’ 
systems, not working with slow and 
painful persuasion on the intellect 
but with violence on their bodies. 
‘hey will have known discipline 
never dreamed of before. 

To a more limited extent this will 
also apply to those who have gone 
into war industries. 

We will want them to have as 
iavorable an impression and whole- 
some respect for our training and 
retraining operations as they now 
have had for the training of the 
\rmy, the Navy and the Air Force. 

In our Company we have planned 
to bring every full time agent to the 
Home Office for a school of reindoc- 
trination into life insurance, an in- 
tensified training to bring him up to 
date on actuarial and underwriting 
changes since December 8, 1941, as 
well as market shifts, economic 
changes and selling procedure. 


Case in Point 


Last July we wrote to every full 
time underwriter now in the armed 
forces and told him of our knowl- 
edge of the sacrifices he was making 
for the nation and that we felt we 
should tell him now what we ex- 
pected to do for him when he re- 
turned to civil life. Then we outlined 
to him the details of our plan which 
is as follows: 

We plan to: 


1. Send an appropriate announce- 
ment to all his policyholders noti- 
fying them of his return and that 
he is ready to resume business. 
2. Allow him a free Direct Mail 
offer of Company letters, booklets 
or folders to be selected by him 
without restriction, the number to 
be decided in future. 

3. Pay his tuition in an approved 
C.L.U. study course if he does not 
hold the Designation. This offer 
must be accepted within one year 
of discharge, but is applicable to 
men who have partially completed 
the course and those who have not 
studied at all. 

4. Put him through a special 
school either at the Home Office 
or at a center near his home town, 
paying all expenses. This offer is 
to be available within six months 
of discharge from service. 

The School will comprise the fol- 
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BUILDING 


Building a business or building a company is 


an extension of the principle of building men. 


The progress of the individual is a factor in the 


progress of the company he represents. With the 


Washington National it is a fundamental that 


promotions are made within the ranks. The men 


who carry the Washington National rate-book 


know that their success and advancement will 


be measured only by their ability and perform- 


ance, 


Washington National! 


There are no ceilings on progress in the 


WASHINGTON NATIONAL INSURANCE CO. 
CHICAGO 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman 


G. R. KENDALL, President 


J. F. RAMEY, Executive Vice President and Secretary 
CURTIS P. KENDALL, Executive Vice President 


Do Your Bit to Help Preserve Insurance As a Free Enterprise 
Join the Insurance Economics Society of America 
176 W. Adams St., Chicago 


lowing subjects, and others which 
may be added as our plans ma- 
ture: 
a. Organized sales talks which re- 
cently have proved successful. 
b. New policies issued by the 
Company since the war began. 
(1) Actuarial description 
(2) The need 
(3) The presentation. 
c. Recent policy changes. 
d. Changes in underwriting rules. 
e. New Sales Promotion and Di- 
rect Mail plans. 











f. New Programming ideas and 

forms. 

At the conclusion of the letter we 
stated that these plans were not nec- 
essarily definitive but they were sub- 
stantially what we intended to do 
and we then invited suggestions for 
their improvement. 

Some of the letters which we have 
received from the fighting fronts 
have already more than paid for our 
thoughtfulness in planning this rein- 
doctrination for those whose loyalty 

(Continued on the next page) 
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If you are interested 
in building financial 
security as one of our 
general agents, write 
Harry S. McConachie, 
Supt. of Agents. 
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Training—Continued 


to their country ranks high and 
whose loyalty to the Penn Mutual 
bears with it a favorable comparison. 

Summarizing these conclusions, 
there should be continued emphasis 
on thinking ahead. We have made 
training progress, but much remains 
to be done. Both the Home Office 
and Field will apply themselves with 
renewed energy and out of it there 
may be some measure of compulsory 
education where now it is mostly 
voluntary, particularly if there 
should be a change in the compensa- 
tion system. 

The printed material of most com- 
panies is generally good. Some of it 
could be more readable and interest- 
ing, but that is not a serious defect. 
Intermediate Training needs to be 
worked out and that is being done 
in our shop. I believe in five years’ 
time most underwriters will be 
C.L.U.’s or studying for it. Coach- 
ing on the job during training is 
important and it pays to check it 
periodically. 


Change Constant 


Nothing is permanent but change. 
Today’s ways are not yesterday’s 
Tomorrow’s will not be the same as 
today’s. These tides in human af- 
fairs are overwhelming and we shall 
be wise to move with them. 

This one-sided discussion is not 
intended to imply that an adequate 
training system is the sole answer to 
future “Life, liberty and pursuit of 
happiness” for our business. There 
is much to be done in the selection 
and supervision of men and women 
and to compensate fairly for their 
services. These four proper selec- 
tion, supervision and adequate train- 
ing as well as just compensation (to 
both sides) are interdependent. No 
matter how good training may be 
the others will break it if they are 
not intelligently handled, and if 
training is inadequate it will have 
the same effect on them. 

As I am training’s advocate here, 
I am suggesting to you as members 
of the official jury that all of us, 
Home Office and Field alike, con- 
centrate upon better life insurance 
education in the few months we 
have available before V-Day when 
the new world will push out beyond 
the frontiers of knowledge and ex- 
perience. 


REPLACEMENT RESULTS 


Continue Favorable 


HE Replacement Committee rep- 

resenting 94 companies of thie 
Signatory group have presented 
their annual report based on the 
complete report of 63 companies. 
The companies reporting represent 
a substantial portion of the life 
business. During the past year 
there have been no company with- 
drawals and no complaints were re- 
ceived in carrying out the principles 
and rules of the Replacement Plan. 
Most companies reporting on the 
replacement of policies indicate that 
this phase of the business—contin- 
uing last year’s favorable record 
has become a minor problem or 
ceased to exist—an excellent trend. 
In the field of opportunities offered 
other companies the highest total of 
cases among the Signatory group 
was 55 for $2,175 ,239 of insurance; 
opportunities offered companies out- 
side the group showed a high of 16 
cases for $56,550. In the category 
of opportunities received from other 
companies the largest total of cases 
among the Signatories was 65. Of 
this total, 33 of the cases were con- 
served ($319,447) and 32 lost 
($222,196)—not a good showing. 
Among the Non-Signatory com- 
panies, the largest figure was 126 
cases—56 conserved for $96,381 and 
70 lost for $149,897. 


For reporting companies tota 
were 563 cases for $7,066,307 in the 
offered and 464 cases in opportuni- 
ties received from other companies; 
209 of these cases for $2,498,405 
were conserved and 225 cases for 
$2,288,017 were lost. Among tlie 
Non-Signatories the respective fig- 
ures were 125 cases for $515,116 
and 286 cases with 115 for $512,557 
saved and 166 for $478,841 lost. 


PAYMENTS TO 
BENEFICIARIES 


HARP declines in emergen 

calls for the cash values of li 
insurance policies caused paymet 
to beneficiaries to represent a larg 
share of total benefits in 1943 that 
in many years. 
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REPORTS 


ON COMPANIES AND ASSOCIATIONS 





ALLIANCE LIFE 


Liens on Peoria Claims Waived 


In 1934 the Alliance Life, Peoria, Illinois, reinsured 
he Peoria Life of the same city. It was provided at that 
ime that in the case of all death claims prior to De- 
ember 31, 1943 the lien would be waived in making such 


payments. 


President Kern of the Alliance Life, in an announce- 
nent last month, stated that the segregated funds of the 
Peoria Life assets were in a favorable position and that 
the lien in the case of death claims on such policies would 


be waived until December 31, 1948. 


AMALGAMATED LIFE 


Licensed 


The Amalgamated Life Insurance Company, Inc., lo- 
cated at 211 Fourth Avenue, New York City, was li- 
censed on February 1 last. The capital consists of 3,000 
shares of stock (par value $100). These were sold at 
$150, resulting in a capital of $300,000 with a surplus 
of $150,000. 

This new company is similar in its organization, pur- 
pose and operation to the Amalgamated Life and Health 
Insurance Company of Chicago. (See Best’s 1943 Life 
Reports page 21.) The officers are as follows: President, 
Sidney Hillman; Vice President, Hymen Blumberg; 
Secretary, John Abt; Treasurer, Jacob S. Potofsky; 
Consulting Actuary, M. Lipton (Asst. Supt. Group De- 
partment, Equitable Life, N. Y.). James J. Shoaff, Man- 
ager of the Chicago company, has been acting Manager 
for the New York company. All officers except Lipton 
are associated with clothing workers union. 

The new company will issue non-participating Group 
Life on the 1 Year Renewable plan with conversion op- 
tions. The maximum amount available at the present 
time is $500. Group, Accident and Sickness will also be 
available. The weekly indemnity provided by the latter 
will be $12 for males and $8 for females. 


AMERICAN NATIONAL 
Werkenthin Resigns 


B. Werkenthin. Vice President of the American Na- 
tional Insurance Company, Galveston, has tendered his 
resignation effective April lst. Mr. Werkenthin says 
that he has no plans for the future and no information 
has been received as to a possible successor. 
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AMERICAN UNITED 


Annuity Rates Revised 


The American United Life Insurance Company of 
Indianapolis, Indiana, recently revised rates for _Imme- 
diate Annuities and Retirement Annuities. The new rates 
for Immediate Annuities are the same as those in Annu- 
ity Table I of Best’s 1943 Illustrations, page 566. 

The company has discontinued their Single Premium 
Retirement Annuity, Single Premium Endowment In- 
surance policies maturing in less than twenty years, and 
Single Premium Guaranteed Life Income policies ma- 
turing in less than thirty years. 


ATLANTIC LIFE 


Rates Increased 


Effective January 1, 1944, premiums on all plans of 
insurance (except term) were increased by the Atlantic 
Life Insurance Company of Richmond, Virginia. An 
illustration of the new rates will be found below. 

The guaranteed rate of interest applicable to funds 
left with the Company under Plan C of Optional Settle- 
ments (Life Income, 120 months or 240 months certain) 
has been reduced from 3% to 2'4% under contracts 


dated after December 31, 1943. 

Plan Age 15 25 35 45 55 65 
*Ord. Life Sel. Risk $12.29 15.72 21.52 31.55 49.02 80.30 
ey ee eee 21.41 25.67 31.76 40.91 55.50 82.29 
Late Pas tp atGd... T3560 Tse 2eay SOS cskc ssn 
20 Pay Endt. at 85 .. 23.27 27.39 33.22 42.47 57.69 
20 Year Endowment. 44.03 44.40 45.49 49.27 59.18 
Endowment at 65 ... 14.93 20.09 29.66 49.27. .... 


* Minimum amount issued is $2,500. 


CALIFORNIA-WESTERN STATES 
Stockholders Dividends 


A regular dividend of 50 cents and a special dividend 
of 50 cents were declared by the board of directors of 
the California-Western States Life, Sacramento, Cali- 
fornia at its January meeting, these dividends payable 
March 15 to stockholders of record on February 28th. 

At the same meeting the board of directors increased 
the mortality fluctuation reserve to $1.000,000. This ac- 
tion was taken “due to the impossibility of prophesying 
what mortality might result out of a Second Front in 
Western Europe and the increasing tempo of the mil- 
itary and naval campaigns in the Southwest Pacific”. 





(Continued on the next page) 
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has reached unpre- 
cedented heights 
on a foundation cf 
“Equal Justice Un- 
der Law.” This 
ideal now assumcs 
a world-wide sig- 
nificance. Only a 
complete victory 
with a just and 
universal peace can 
preserve it for the 
United States and 
provide it for the 
world. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 
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WHO VISIT, BALTIMORE 


Baltimore is knee-deep in war! Surrounded by war 
production industries . . . located near the Washington 
scene... Baltimore has become a focal point of wartime 
activities. 


This has created problems . . 
help to solve. 


. problems that you can 
Make your room 
reservation in advance... 








cancel 
it promptly if you cannot use it... 
be patient if the service is not as 













smooth and speedy as in pre-war 3 3 sh i\1 
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radio, tub and shower. 


“7ze LORD BALTIMORE HOTEL 


CALIFORNIA-WESTERN STATES Life—Continued 
New Superintendents 


Robert E. Murphy, Vice President and Manager of 
Agencies for the company, has announced the promotion 
of Supervisors Harry Storck of San Francisco, O. J. 
Beaudin of Seattle and Balie Cantrell of Houston to 
Superintendent of Agencies. 


CENTRAL LIFE (la.) 


Agents’ Pension Plan 


The Central Life Assurance Society, Des Moines, 
Iowa has adopted a pension plan for its agents effective 
January 1, 1944. 

Eligibility requirements in general specify one year’s 
service in the company, earning commissions in the 
amount of $900 for that year and being under 65 years 
of age. The eligible agents will deposit 3% of the first 
$10,000 in commission earnings of the preceding year 
in the form of a check payable to the company prior to 
July 1 of the subsequent year. For example, those par- 
ticipating in the plan will pay 3% of their 1944 com- 
mission earnings to the company before July 1, 1945. 
The company will contribute an equal amount and the 
total amount will be accumulated at 3% interest. 


Retirement Options 


Normal retirement age under the plan is 65. With 
the consent of the Agency Committee, however, an agent 
may retire before age 65—as low as 60—and the amount 
of income will be adjusted accordingly. Those retiring 
may continue to represent the company but no further 
contributions will be allowed toward the enlarging of 
pension benefits. At retirement the agent has a choice of 
an Immediate Life Annuity with or without refund, the 
purchase price of said Annuity being 921%4% of the rate 
then in effect for such a contract. There is one exception 
to this and that is if the monthly payment under the An- 
nuity is less than $10, the commuted amount due is paid 
the agent in a lump sum. 


In the event the agent dies before retiring, his bene- 
ficiary will receive the total accumulation representing 
the deposits of the agent and the company to the date of 
his death, plus interest. In the event the agent withdraws 
for other reasons from the plan, he is entitled to his own 
contribution, plus interest. Should he have 10 years of 
service with the company as a member of the plan, he 
has the option of leaving his contributions in the fund 
and at age 65 would receive an Annuity purchased both 
by his own contributions and the similar amount by «he 
company. In lieu thereof he could withdraw the accum- 
ulated total, both his own and the company’s. 


The new plan may be changed as circumstances wat- 
rant in the future by action of the board of directors at 





BALTIMORE-1 * MARYLAND 


any time. Each agent who is a member of the plan will 
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pe notified in writing of such changes. The board of di- 
rectors also reserves the right to discontinue the plan 
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should circumstances warrant. Changes or discontin- 
uance of the plan, however, would not affect any agent 
vho is already receiving a pension. 


EQUITABLE LIFE (N. Y.) 
Group Gains 


New Group insurance written during 1943 totaled 
250,943,465. Of this sum, $59,264,000 was paid for in 
Jecember—an all-time high for the month. ‘The Group 
ite insurance now in force now totals approximately 
3,386,000,000. 

Total Group premiums amounted to $122,122,605, 
exceeding the previous high figure in 1942 by more than 
$22,000,000. 1n the process ot achieving these gains, 122 
of the Society's agents became “Group Millionaires.” 

During 1943, over 500,000 Group Certificates were 
issued to individuals, bringing the total number of such 
certificates in force to 4,500,000. 


FARMERS & BANKERS 
Favorably Examined 


The Farmers & Bankers Life Insurance Company, 
Wichita, Kansas, was examined (Association) by the 
Insurance Departments of Kansas and Missouri as of 
December 31, 1942. The examiners’ report was favor- 
able to the company. 

The company’s figures for income, disbursements and 
assets were verified by the examiners. In the case of 
surplus, however, the examiners increased the company’s 
figure for that account to $1,017,862. In its year-end 
statement the company had a reserve fund entitled 
“Provision for Fluctuation of Mortality, and of Market 
Value of Assets.” The examiners placed this fund of 
$332,608 in the general surplus. The company’s liabil- 
ity for “Coupons left with Company to Accumulate at 
Interest” in the amount of $550,524 was reduced to 
$534,027 by the examiners. Offsetting this difference of 
$16,497 the examiners set up a “book value of real es- 
tate over admitted value” item in the amount of $5,207 
which was classified as an asset not admitted; and the 
“cost of collections in excess of total loadings” was in- 
creased by the examiners from $3,060 to $4,097. As a 
result of all changes the surplus computed by the 
or amounted to $1,017,862 as of December 31, 
942. 

The examiners also give a resume of the company’s 
ownership of Radio Station KFBI at Wichita. This 
Station was operated at a loss from 1931 to the end of 
1942. The examiners point out, however, that during 
1943 “considerable improvement has been made as a 
result of new management and on June 1, 1943 . . . the 
Proadcasting Corporation . . . is now on a self-sup- 
porting basis.” 
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O umula 


Take a good company with adequate 
facilities . . . add an ambitious agent 
... and you have the formula for con- 
tinuous growth. It is significant that 
Continental Assurance has grown 
each and every year since inception 
...a record impossible of attainment 
without corresponding growth on the 


part of individual Continental field 


units. Our formula must be right. 


Nationally Known for Strength and Growth 


iJ ym — 
eT TILE 


ASSURANCE COMPANY 


CHICAGO, ILLINOIS 





Affiliates : 
SONTINENTAL CASUALTY COMPANY 


TRANSPORTATION INSURANCE COMPANY 
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AGENTS 

PLEASE 

NOTE... 
That is—live-wire agents, with an 
ambition to get ahead, who are 
looking for a connection with a 
strong, progressive company. 
The MISSOURI has highly pro- 
ductive territory open in Illinois, 
Iowa, Kansas, Kentucky and Mis- 
souri. 
And—to the right men—general 
agency opportunities in states 
near by Missouri will soon be 
open. Write for further data to— 


MISSOURI 
INSURANCE 
COMPANY 


St. Louis, Missouri. 
J. C. West, President. 
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FARMERS & TRADERS 
Adopts 3°, Reserve 


Effective January 1, 1944, the Farmers and Traders 
Life Insurance Company of Syracuse, New York, 
changed from American Experience 314% toa 3% basis 
An illustration of the new premiums for several plins 
is given below. 


15 25 35 45 
$13.05 16.48 22.17 32.28 
13.74 17.37 23.40 34.13 
22.27 26.68 32.80 42.30 
20 Year Endowment. 44.66 45.11 46.43 50.65 
Endowment at 65 ... 15.67 20.93 30.63 50.65 
8.58 10.00 15.83 


*Ordinary Life 
Endowment at 85 ... 
20 Pay Life 


*10 Year Term 7.92 
* Issued only in amounts of $2,000 or more. 


FIDELITY MUTUAL 


New Automatic Term Plan 


In January, 1944, the Fidelity Mutual Life Insurance J 
Company of Philadelphia adopted an Automatic Term 
and Whole Life plan providing term insurance for one 
two or three years with automatic conversion to the Or- 
dinary Life basis at the end of the term period. It will 
be issued only to standard risks. An example of the 
premiums is given below. 


Plan Age 20 : 35 45 55 
1 Yr. Tm. & Whole Life 
First Year 
Thereafter 18 
2 Yr. Tm. & Whole Life 
First Two Years... $ 
Thereafter 
3 Yr. Tm. & Whole Life 
First Three Years.. 
Thereafter 


24.04 
60.18 


GIRARD LIFE 


Executive Changes 


At a meeting of the board of directors of the Girard 
Life Insurance Company, Philadelphia, Pa., Albert 
Short, one of the founders, was elected Chairman of the 
Board. Walter K. Hardt succeeded him as President 
and George A. Adsit was advanced to Executive Vice 
President. 

Mr. Short began his insurance career in 1889 as Cash 
ier of the Philadelphia Agency of the Berkshire Life. 11 
1906, he and other Philadelphians, joined to form the 
Girard Life. His first position was Secretary and Ac- 
tuary, and during the years his progress was steady, being 
elected President in 1927. Mr. Hardt was a banker for 
many years before joining the company as Vice Pres 
ident in 1942. Mr. Adsit began in the real estate and 
insurance business, joined the home office sales and 
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ucational department of the John Hancock Mutual Life 
in 1925. He came to the Girard in 1933 as Manager of 
Agencies and was elected Vice President in 1938. 

Robert M. Wilson and Lemuel B. Schofield were 
elected directors at the meeting. 





GREAT-WEST (Canada) 


Pension Policies Revised 


Effective February 1, 1944, premiums and values for 
participating and non-participating Pension policies were 
increased by the Great-West Life Assurance Company 
of Winnipeg, Canada. At the same time, second year 
cash values were introduced on all policies. Interest on 
settlement options has been changed to a guaranteed rate 
of 2“U%. 

An illustration of the new Pension rates per $1,000 
initial insurance, $10 monthly income at maturity, is 
given below: 


Plan Age 15 35 45 
*Pension at 60—Men 





37.66 58.84 112.24 
36.15 57.76 


29.26 43.13 72.43 165.88 
27.32 41.34 70.26 5‘ 
tPension at 55—Women 


( Par.) 36. 55.36 93.99 220.97 
§Pension at 60—Women 


41.25 64.87 124.44 


The following is an example of the new premiums for 
participz iting Pension Double Insurance per $2,000 ini- 
tial insurance, $10 monthly income at maturity : 


§Pension Dble. Ins. at 55— 


Men : 59.42 95.50 205.72 
*Pension Dble. Ins. at 60— 


47.88 71.04 126.32 
+Pension Dble. Ins. at 65— 


Men 57. 91 92.41 188.83 
Maturity “Value: * $1,784 ; ; § $2,000. 


ILLINOIS BANKERS LIFE 


sirard . Examined LVESTON. TEXAS 
" a The Illinois Bankers Life Assurance Company, Mon- os Ww. 1: MOODY, JR., 
=i dent mouth, Illinois was examined (Association) as of De- PRESIDENT 
cr? cember 31, 1942. The States participating and the zones ig 
represented were: Illinois (4), Texas (5), Ohio (2), 
and Missouri (3). The examiners’ covered the period 
from the last examination, December 31, 1940 and re- 
viewed briefly the litigation now in process of being 
settled (see Best’s December, 1943 Life News, page 59). 
The income for the year 1942 as ascertained by the 
examiners, amounted to $5,008,060; disbursements to- 
taled $4,438,560; admitted assets, $26,613,460 and 
surplus, including $200,000 capital, $1,286,203. The 
examiners also stated in part: “The company ... in- 
(Continued on the next page) 
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OPPORTUNITY 


The Pan-American Life Offers: 

© A complete line of Policies on Participating and 
Non-Participating Plans. 

® One of the most Liberal Agency Contracts in 
America—Commissions plus cash allowances. 

® A Recruiting Plan and Special Training for 
New Fieldmen. 

@ A New System, relieving General Agents from 
detailed Agency Accounting. 

© Attractive and Effective Sales Aids and Policy 
Illustrations. 


©@ Prospects for Insurance furnished through a 
Proven System. 
Correspondence invited with men not at present 
connected. 
Address: 
CHARLES J. MESMAN 


Superintendent of Agencies 







lt would be a courtesy fo Best's Insurance News 
if you will mention the name of this publication 
when replying to the above advertisement. Pan- 
American Life Insurance Company. 


PAN-AMERICAN LIFE INSURANCE CO. 
NEW ORLEANS, U.S.A. 
CRAWFORD H. ELLIS, President 
EDWARD G. SIMMONS, Executive Vice-Pres. 














Safety For Tomorrow 


FIDELITY has been selling that safety 
for sixty-five years—is selling 
it today at a time when it is 
the dominant thought in the 
minds of millions. 

for the tomorrow of the policy- 
holder through a system of 
plans and programs which, 
backed by secure investment, 
provide for those hazards of 
the future which are humanly 
avoidable. 

for the tomorrow of the agent 
through a fair contract, a re- 
tirement plan, skilled and sym- 
pathetic training, and a warm, 
co-operative leadership which 
never loses the personal touch. 
is a friendly company. 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 1 


E. A. ROBERTS, President 


SAFETY 


SAFETY 


FIDELITY 


“ps 





ILLINOIS BANKERS Life—Continued 


cluded an item of contingency reserve in the amount oi 
$200,000 (in its year end statement). In view of the con- 
servative asset valuation in this report, this reserve has 
been eliminated by action of the Board of Directors of 
the company, and is not shown in the financial statement 
of this report.” 

In making the examination, the examiners considered 
the affairs of the various companies making up the II- 
linois Bankers separately. These are the legal reserve 
fund (new stock company ) ; trust fund, representing the 
business of the old assessment association; Our Home 
Life (a reinsured company) and the Accident and 
Health Department of the stock company. 


INVESTORS SYNDICATE 
Litigation Disposed 


Upon motion of counsel for the Securities and Ex- 
change Commission, Judge Gunnar H. Nordbye of the 
District Court of the United States for the District of 
Minnesota, on January 17th dismissed the two remain- 
ing counts, relating to charges of gross misconduct and 
abuse of trust, in the action of the Securities and Ex- 
change Commission against Investors Syndicate and its 
affiliated companies, Investors Syndicate of America, 
Inc., and Investors Mutual, Inc., Minneapolis, Minn. 
In connection with these last two charges, their dismissal 
followed discussions with counsel of the Syndicate and 
the Securities and Exchange Commission, the principal 
items agreed upon being (1) the by-laws are to be 
amended, limiting Board of Directors to five members ; 
(2) three of these five are to be the three voting trustees 
who are obligated to re-elect themselves from time to 
time; (3) the voting trust is to run for three years with 
rights in the voting trustees to extend it for two years 
more if, in their judgment, purposes of arrangement 
are not accomplished; (4) the voting trustees are to 
cause the business and operations of the company to 
be conducted in accordance with all applicable statutes, 
rules and regulations in accordance with good business 
practice and, through the Board of Directors, take such 
action as they deem necessary or desirable with regard 
to sales practices and methods, the selection of per- 
sonnel, adequate disclosure in registration in registratio1 
statements and prospectuses, and employment of sound 
accounting practices. 

The other fourteen counts named in the action were 
disposed of on October 18, 1943, by a “Consent Decree,” 
enjoining the companies from engaging in certain sales 
practices—practices which Investors Syndicate denied 
it or its affiliated companies ever had engaged in or 
intended to engage in. 

Judge Nordbye’s order thus brings to a termination 
the action brought against the Syndicate group of com- 
panies by the Securities and Exchange Commission last 
July. Said E. E. Crabb, Chairman of the Board of 
Directors : 

“With this litigation finally disposed of, our com- 
panies can proceed to again operate in a normal manner. 
The solvency of our company was not questioned or 





challenged in these proceedings. A new Registration 


BEST'S LIFE NEWS 











Statem 
investc 
filed w 
Philads 
Mutua 

“Th 
vestors 
Voting 
lished 
nvest¢ 
nunity 
ormet 
‘ourt ; 
the ins 
ipolis ; 
Bell Ii 

“Th 
Syndic 
which 
of last 
tion fe 
our co 


The 
Wayn 
expan 

Inc 
Secret 
and wv 
and d 
Trust 

\ctua 
the ac 
these 


Ev 
Insur 
$50,01 
at leas 
bersh 
by th 
contri 
age si 
contr: 
his ir 
make 
not m 
‘ontri 
Mem! 
tribut 


MAR 





to 
th 


to 





Statement on the Series One Investment Certificate of 
[nvestors Syndicate of America, Inc., has already been 
filed with the Securities and Exchange Commission in 
Philadelphia. The Registration Statement of Investors 
Mutual, Inc., has been effective since December 14. 

“The selection of three independent trustees of In- 
vestors Syndicate, to comply with the terms of the 
Voting Trust Agreement, has been successfully accom- 
lished. These three trustees, who become directors of 
nvestors Syndicate, are outstanding men in this com- 
nunity. They are: The Hon. Henry M. Gallagher, 
ormerly Chief Justice of the Minnesota Supreme 
‘ourt ; John M. Harrison, Executive Vice President of 
the insurance firm of Marsh & McLennan of Minne- 
ipolis; Paul E. Von Kuster, President of the David C. 
Bell Investment Company of Minneapolis. 

“This completes the negotiations between Investors 
Syndicate and the Securities and Exchange Commission 
which have been under discussion since early in July 
of last year. The settlement arrived at lays the founda- 
tion for a more satisfactory future operation of all of 
our companies.” 


LINCOLN NATIONAL LIFE 


Pension Trust Business 
Promotions 


The Lincoln National Life Insurance Company, Fort 
Wayne, Indiana has announced the policy of “aggressive 
expansion of its Group and Pension Trust Division.” 

In connection therewith, Sherman C. Kattell, formerly 
Secretary and Actuary, has been re-elected Secretary 
and will assume full responsibility for the promotion 
and development of the company’s Group and Pension 
Trust business. Ronald G. Stagg, formerly Associate 
Actuary, has been appointed Actuary and will handle 
the actuarial duties in connection with the promotion of 
these phases of the business. 


MIDLAND MUTUAL 


Agents Pension Plan 


Every full-time agent of the Midland Mutual: Life 
Insurance Company, Columbus, Ohio, who has paid for 
$50,000 or more of life insurance and annuities during 
at least two of the past five years will be eligible for mem- 
bership in the Retirement Plan for Agents announced 
by the Company effective January 1, 1944. The plan is 












contributory for Members who will not have attained 
age sixty-five on January 1, 1945. The required annual 
contribution of each Member is 10¢ for each $1,000 of 
his insurance in force. In addition the Member may 
make supplemental contributions each year, aggregating 
not more than the normal contribution for that year. The 
‘ontributions will be accumulated at interest until the 
Member attains age sixty-five. The accumulated con- 
tributions will then be applied to provide a life annuity on 
(Continued on the next page) 
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Financial Opportunity 


Atlantic’s new agent’s compen- 
sation plan under which our sales 
representatives are paid a salary, 
plus first year and renewal com- 
missions, provides incentive for 
outstanding accomplishment and 
a real opportunity for advance- 
ment. The average income of the 
fifty-one members of the Com- 
pany’s leading producers’ clubs in 


1943 was $6,500.00. 


Under this liberal plan of oper- 
ation the Company is moving ahead 
rapidly. Atlantic’s new paid busi- 
ness in 1943 was 170% of the 
previous year, bringing the total 
insurance in force as of December 
31, 1943 to $143,820,497—a 
gain of better than $6,700,000 


over the previous year. 


Agency and Managerial oppor- 
tunities available in Virginia, 
North Carolina, South Carolina, 
Maryland, District of Columbia, 
West Virginia, Tennessee and 


Texas. 
s+ 


ATLANTIC 


LIFE INSURANCE 


COMPANY 








VIRGINIA 








December 31, 1943 


Interest earned on investments 3.61%. 
reserves 3.30% 


PROGRESS 


LIFE 
WAVERLY, IOWA 





STATEMENT OF FINANCIAL CONDITION 


ASSETS 
% 
° . 
50.2 First Mortgage Loans......... $9,305,297 .62 
On farm property, $1,429,479.87; and_on 
city property $6.687,534.21. Insured FHA 
Loans $1,188,283.54 
RE IN 555005 A2csre oes) Slay wim She 6,557,955.51 
ee eee 64,000.00 
Home Office Building 
1.2 Real Estate Sold Under Contract. 229,360.93 
ee 1,082,755.75 
In an amount not to exceed the reserve 
to the credit of any Policy 
.8 Interest Due and Accrued..... 140,483.05 
On mortgages, bonds, policy loans, etc. 
3.8 Cash in Banks and Office...... 701,349.78 
2.5 Premiums Due and Deferred.... 470,957.61 
Premiums past due and unpaid part of 
1943 annual premiums made on monthly, 
quarterly, semi-annual basis. for which 
a proper reserve charge has been made 
100.0 Total Admitted Assets....... $18,552,160.25 
LIABILITIES 
Net Tabular Mean Reserve.......... $14,668,549.01 
This reserve with interest and future payments 
is sufficient to mature all outstanding policies 
Advance Premium and Interest Payments 447,185.75 
Many policyholders pay their premiums and in- 
terest in advance to avoid the possibility of 
overlooking them at the due date 
a re 320,260.54 
This amount is set aside to provide payment of 
death and disability claims due in installments 
and to pay claims for which complete proofs 
have not been received 
Dividend Accumulations ............ 832,627.42 
Dividends left with the Company by policyhold- 
ers for future use 
Dividends Due and Unpaid.......... 13,500.00 
Dividends unpaid because policyholders have 
not designated choice of option 
Miscellaneous Reserves............. 91,988.54 
Expenses due and accrued............ $ 1,629.69 
Estimated Taxes for 1944............ 80,000.00 
eee rrr eres 10,358.85 
Surplus Allotted to 1944 Dividends... . 525,000.00 
Dividends payable to policyholders on the an- 
niversary dates of the policies 
Special Contingency 
ae $ 150,000.00 
Unassigned Surplus.... 1,503,048.99 
po See 1,653,048.99 
These represent the excess of the Company’s 
assets over its obligations, and is added assur- 
ance that all benefits to policyholders and 
beneficiaries will be paid in full as they fall due 
Te NN SOI oa. 6.5. fa .9 4. 508-3 600 $18,552,160.25 


Interest required to maintain 


Benefits 
(excluding Dividends 
Decem- Insurance dividends) Returned 
ber in Admitted Paid Since Since 
31st Force Assets Organization Organization 
1928 $18,466,955 $1,730,173 $3,112,283 $ 139,565 
1930 30,093,652 2,863,994 3,365,928 807 
1932 33,305,658 4,193,483 619, 471,759 
1934 37,892,867 5,339,327 3,904,252 688,031 
1936 49,117,387 6,973,202 4,318,125 930,441 
1938 57,865,661 9,244,174 4,761,01 1,461,387 
1940 69,670,020 12,263,493 5,256,46 2,146,445 
1941 77,673,650 14,092,555 5,566,189 2,562,235 
1942 86,933,624 16,142,292 5,887,084 3,048,013 
1943 95,919,738 18,552,160 6,213,250 3,511,366 


LUTHERAN MUTUAL 


INSURANCE COMPANY 
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MIDLAND MUTUAL—Continued 


the refund, straight life or joint and survivor plan at 
the option of the Member. In addition to the annuity 
purchased by the Member’s accumulations, the Compan) 
will provide a pension equal to 2¢ per $1,000 of the av- 
erage insurance in force of the Member during the five 
years preceding retirement multiplied by the number of 
service years credited. Credit for a service year is given 
for each calendar year in which a Member places in 
force $50,000 or more of insurance and annuities. 


MUTUAL LIFE 
Service Death Claims 


The Mutual Life Insurance Company of New York 
announced February 3rd that it has liberalized its pay- 
ments to the families of policyholders reported “missing 
in action” by presuming that death occurred at the time 
of disappearance rather than one year later. The Gov- 
ernment does not certify the death of the individual until 
he has been missing for a full year. In paying the policy 
proceeds at that time the company now refunds any pre- 
miums paid since the original date of disappearance and 
adds interest to the face amount of the policy at the rate 
provided under the income settlements contained in the 
policy contract. 

The Company also announced recently that it was now 
making an advance payment to the beneficiary of a man 
killed in service without waiting for the official death 
certificate or letter from Washington. Partial payment 
of the policy proceeds is made as soon as the next-of-kin 
has been notified of the service man’s death by telegram 
from Washington and upon the beneficiary’s written 
request to the company. The balance is paid upon re- 
ceipt of the death certificate. (See August News-57) 


Changes 


The Mutual Life of New York has increased its limit 
on juvenile insurance to $10,000 ultimate face amount at 
age 10 except in New York and New Jersey, where the 
legal limit is $1,000. The action was taken in view of the 
favorable mortality trend among children in the general 
population and in order to broaden the sales market for 
the company’s field underwriters. 

G. A. Munch, who joined the Law Department of the 
Company in 1928, was appointed an Assistant Counsel 
effective February 9th. 


NEW WORLD LIFE 


Favorably Examined 


The New World Life Insurance Company, Seattle, 
Washington was examined by the Insurance Department 
of that state as of December 31, 1942. The examiner’s 
report was favorable to the company and in general veri- 
fied the figures as appearing in Best’s 1943 Life Reports. 


BEST'S LIFE NEWS 














D 
Insu 
ing 
the | 
in tl 
Fore 
192: 
Con 
divi 
iner 
total 
the 
Sur 
$i 2 
by § 
enti 
Stat 
967. 
Rea 
$2;5 
of t 
the: 
the 

E 
Tre 
Exe 
cies 
alo1 

} 
Cor 
in t 
elec 
Vic 
Dir 

( 
Jur 
in 
19; 
Of 
sal 
ho. 
Bo 


W 
Ac 
Ja 


ye 
Sp 
Ag 
Li 
pe 
be; 





rk 


ng 
ne 
V- 
til 


re- 
nd 
ate 
‘he 


OW 
jan 
ath 
ent 
kin 
am 
ten 
re- 
7 ) 


mit 
t at 
the 
the 
ral 
for 


the 
asel 


ttle, 
1ent 
er’s 
eri- 
rts. 








NORTH AMERICAN (Ii/.) 


Gains—H. O. Promotions 


During 1943 the assets of the North American Life 
Insurance Company of Chicago increased more than dur- 
ing any year since 1930, E. S. Ashbrook, President, told 
the Stockholders at their thirty-seventh annual meeting 
in the North American Building today. Insurance in 
Force gained 5.02%, a larger gain than for any year since 
1925, and now totals $78,988,000. After considering the 
Company’s progress the Board of Directors declared a 
dividend of 8% payable semi-annually. This is a 334%4% 
increase over the 1943 schedule. Gain in Assets last year 
totaled $1,075,000 against $907,510 for 1942, bringing 
the current resources up to $15,923,000; policyholders’ 
Surplus increased more than $150,000 and now stands at 
$1,219,000. U. S. Government Bonds increased in 1943 
by $2,310,000, which was considerably in excess of the 
entire premium income for the year. The Financial 
Statement shows total in Bonds $7,542,000—Cash $550,- 
967, First Mortgage Loans $3,344,000. The Unsold 
Real Estate amounts to $1,719,000, compared with 
$2,506,000 in 1942. Mortality experience was only 39% 
of the expected as compared with a 50.1% average for 
the past decade. The current persistency of old business is 
the best in the Company’s history. 

E. S. Ashbrook, President, was elected President and 
Treasurer ; Paul McNamara, Vice President, was made 
Executive Vice President ; and Superintendent of Agen- 
cies C. G. Ashbrook was also made a Vice President 
along with H. O. Kramer. ; 

Mr. McNamara has served continuously with the 
Company since 1916 with exception of about two years 
in the armed forces in World War I. In 1921 he was 
elected Assistant Superintendent of Agencies, in 1927 
Vice President; he is a member of the Board of 
Directors. 

Charles G. Ashbrook started with the Company in 
June 1921, in 1924 he was made Manager of Renewals, 
in 1928 Assistant Superintendent of Agencies and in 
1932 Superintendent of Agencies and Manager of Home 
Office Personnel. He is the author of the Company’s field 
sales course, originator and editor the the Company’s 
house organ, “The Spotlight,” and he is a member of the 
Board of Directors. 


OLD LINE LIFE 


Retirement Plan 


The Old Line Life Insurance Company, Milwaukee, 
Wisconsin has announced a retirement plan for its Life, 
Accident and Health Agents which became effective 
January 1, 1944. 

The plan is on a contributory basis, for Agents 55 
years of age or under and membership is voluntary. 
Special concessions have been made to take care of 
Agents, now under contract, 64 years of age and under. 
Life Annuities will be paid Agents age 65 or over, de- 
pending upon the insurance in force and payments will 
begin February Ist of this year. 

(Conlinued on the next page) 
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SAVE 


by buying quality 
CARBON PAPER - RIBBONS 
ROLL PAPER 


through 
Burroughs Discount 


Purchase Plans 
DISCOUNTS 


10% to 40% 


An order for as little as $10 worth of ribbons and 
carbon paper receives a 10% discount. Discount 
rates increase—up to 40%-—according to the size of 
your orders, with purchases of carbon paper helping 
you earn larger discounts on ribbons, and vice 
versa. As an extra convenience, Burroughs makes 
deliveries as needed, to assure you fresh supplies 
and no storage problems. 





Plain or carbonized roll paper and other quality 
supplies for practically every type and make of 
business machine also at substantial savings. For 
full details, call your local Burroughs office or write— 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 








Burroughs 


SUPPLIES FOR BUSINESS MACHINES 


7\ 





OLD LINE LIFE—Continued 


Requirements 


To be eligible for the plan a minimum of $1500 in 
paid premiums, Life, Accident and Health, is required 
in the preceding calendar year. Agent’s contribution is 


15¢ per $1000 of life insurance in force, and 15¢ per 
$30.00 of Accident and Health premiums, payments to 
be made in ten monthly installments. The Company will 
contribute an amount equal to the Agent’s and the whole 
will be accumulated at interest until the Agent reaches 65, 
when the fund will be applied to purchase an annuity, 
with or without refund as selected by the Agent. Ad- 










Condensed Statement of the 


Fidelity Union Life Insurance Co. 


DALLAS, TEXAS 
December 31, 1943 


ASSETS 
CAsH — coe. «se « « «= = © OOo 
First MORTGAGE ‘Loans 1,437,740.85 
(None in default as to principal or " interest) 
Bonps 
ae 2 Government "$821,688; State, County, 
and Municipal $479,300; Utilities $755,054; 
Industrial and Miscellaneous $322,229.) 
Stocks 











2,378,271.12 























ae ee a. 729,612.08 
(Carefully well selected highe st quality 
stocks, qualifying under the rigid restric- 
tions of the State Insurance Luws.) 

REAL Estate 398,604.45 
(Home Office property $375,000 yielding an 
excellent rate of return; other real estate 
$23,604.) 

Poticy Loans 676,654.55 
(All secured by Cash Values in "the policies.) 

INTEREST DUE AND ACCRUED . 29,156.13 
(Interest due $1,187 and acc rued "$27, 969.) 

PREMIUMS DEFERRED AND IN CouRSE OF COL- 

LECTION 225,694.83 

(Premiums in 1 process ‘of ‘collection and pre- 
miums required to complete the present year. 
A like amount is included in the reserve 
liability.) 

MISCELLANEOUS ASSETS 3,100.16 


WOUAL QSSETS . «2 sk Stew e e 


$6,219,402.93 
LIABILITIES 

RESERVES 
(The amount require d to provide for current 
cash values and which together with future 
premiums will pay all claims as they arise.) 
DiviDENDs To PoLIcYOWNERS PAYABLE DuRING 

Next Twetve MontTHs . 

(Amount set aside to provide for dividend 


payments on —_ policies for one 
full year in advance 


CLAIMS AWAITING PROoFs : 
(Amounts to be paid to be neficiaries when 
proof papers have been received.) 
PREMIUMS AND INTEREST Pap IN ADVANCE 


(Premiums and Interest paid beyond Decem- 
ber 31, 1943.) 


AccouNTS PAYABLE 
(All current accounts payable in 1944, ee 
RESERVE FOR TAXES PAYABLE IN 1944 
MorRTALITY AND ASSET FLUCTUATION FUND 
(Amount voluntarily set aside by Company 


to absorb extra war deaths and changes in 
asset values.) 


CapiTaL STock 

UNASSIGNED SURPLUS 
Tota SuRPLUS FOR PoLICYOWNERS 900,000.00 
TOTAL LIABILITIES $6,219,402.93 


CARR P. COLLINS, President 


$5,142,842.59 


43,546.66 


12,500.00 


23,996.14 


6,819.72 









22,201.05 
67,496.77 


$300,000.00 
600,000.00 
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ditional contributions may be made by the Agent up to his 
regular amount, but not in excess of $500 in one year 

Illustration: assuming agent at entry is age 30, pro 
duction $100,000 of life insurance or equivalent Acci 
dent and Health premiums, good persistency each year 
at age 65 he would receive a minimum monthly incom« 
for life of $93.91 based on the regular contribution. I) 
he made the maximum additional contribution, the lowest 
amount of income he would receive would be $140.87 
monthly for life. These figures are based on the annuit) 
without refund. 


Withdrawal 


Prior to completion of his ten years’ participation in 
the plan, if Agent withdraws, his deposits are refunded 
with accrued interest ; after ten years he acquires a vested 
interest in the Company s fund and receives in addition 
not less than 50% of the Company’s contribution, th 
percentage increasing each year of participation. 

Retirement age is 65, and monthly payments begin 
February lst of year following Agent’s 65th birthday, 
although retirement may be permitted between ages 60 
and 64 after ten years’ participation. 

The Agent’s contract is not in any way affected by re- 
ceiving benefits under the plan. 


PROVIDENT MUTUAL 


New Reserve Basis 


Effective March 1, 1944, the Provident Mutual 
Life Insurance Company, Philadelphia, Pennsylvania, 
changed to the American Experience Table of Mortality 
at 2%4%. An illustration of the new rates and values is 
given below. At the same time Settlement Options were 
changed to the guaranteed rate of 2% interest. 


With With 
Pre- Waiver M.I -—Cash Value End of Year- 
Age mium Dis. Dis. 2 5 10 15 20 


Ordinary Life 


15 $17.02 $17.47 is $1 26 77 «124 = 178 
25 21.02 21.74 $23.88 3 41 109 175 249 
35 27.46 28.69 31.28 12 64 157 248 345 
45 38.48 4086 4416 26 98 223 340 456 
55 58.67 63.94 potas 44 141 299 438 562 
65 96.07 eee ee 65 188 375 535 680 


15 $28.71 $29.04 Seca Sa 83 202 329 478 
: $36.20 26 100 237 386 560 
35 39.11 40.01 42.76 34 121 282 456 658 
45 48.47 50.78 54.27 44 147 333 530 760 
55 65.21 70.65 ena 56 174 378 588 850 
60 78.50 ee ey 62 187 394 602 888 


20 Year Endowment 


i $49.61 .... $57 183 420 686 
25 49.93 50.69 $51.98 57. 183 419 685 


1 

1 
35 51.80 53.00 54.78 57. 183 419 683 1,000 
45 56.31 58.99 61.94 59 186 419 679 1,000 
55 68.59 74.32 melee 63 191 418 665 1,000 
60 80.22 ee paas 66 196 416 651 1,000 
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PYRAMID LIFE (N. C.) 
Dividend Declared 


The directors of the Pyramid Life Insurance Com- 
pany, Charlotte, North Carolina, on February 2nd, de- 
clared a stockholders cash dividend of 3%, this repre- 
senting the first dividend paid by the company to its 
stockholders. 


SOUTHLAND LIFE 


New Reserve Basis 


On January 1, 1944, the Southland Life Insurance 
Company of Dallas, Texas, changed from the American 
Experience Table of Mortality at 314% interest to 3% 
interest. A brief illustration of the new rates and values 
follows: 


Non-Par. Par. -—Cash Value End of Year——. 


Age Premium Premium 3 5 10 15 
Ordinary Life 
15 $13.29 $16.35 
25 16.51 20.31 $9 22 76 138 224 


35 21.97 26.74 14 41 120 208 319 
45 31.69 37.93 26 69 182 299 430 
55 49.22 58.74 45 105 254 396 538 
60 63.40 75.47 56 125 291 441 593 
20 Payment Life 

15 $23.31 $26.59 

25 27.11 30.87 $24 65 . 183 323 505 
35 32.63 36.98 33 84 227 396 610 
45 41.67 46.38 45 108 280 476 723 
55 56.82 62.99 58 132 326 540 825 
60 69.00 76.67 64 143 343 557 869 

20 Year Endowment 

15 $44.36 $49.66 

25 45.00 50.36 $62 139 370 647 1,000 
35 46.49 51.74 63 140 369 645 1,000 
45 50.38 55.60 64 142 370 641 1,000 
55 60.77 67.04 67 146 368 626 1,000 
60 71.90 78.84 70 150 366 610 1,000 

WOODMEN CIRCLE 
Examined 


The Supreme Forest Woodmen Circle, a fraternal 
benefit society, located at Omaha, Nebraska, was exam- 
ined (Association) as of December 31, 1942. The states 
participating and the zones represented were: North 
Carolina (2), Alabama (3), Indiana (4), Nebraska and 
Texas (5). 

Figures compiled by the examiners for income and 
disbursements were approximately the same as those 
appearing in the company’s year-end statement. Several 
changes, however, were made in the assets and liabilities 
and these changes are explained hereafter. 

The principal item under assets was the inclusion of 
$105,272 under the heading “Liens and Loans on Certi- 
ficates of Members.” As an offset to this, under “Assets 
Not Admitted” the examiners set up $64,136 for liens, 
loans or other credits in excess of net value of individual 
MARCH 
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. + . according to legend, sup- 
ported the world. We have no 
such grandiose ambitions. If we — 
can give a good living to our - 
agents, sound protection to our 
policyholders and do this for a few 

states, we are content. Our agents 

and policyholders say we are do- 

ing our “= a: elite Pg 
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= able in Arkansas, California, o 
= Kansas, Missouri, Oklahoma, — 
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JOHNSON D. HILL, PRESIDENT TULSA, OKLAH J MA 





certificates. Other minor changes resulted in a net in- 
crease in assets of $50,928. This makes a total of $35,- 
768,265 against the company’s figure of $35,717,337. 

Other changes were made in the Liabilities, the prin- 
cipal one being an increase in the policy reserve from 
$25,821,494 to $25,922,994. The examiners increased 
the figure for advance payment of premiums by $51,460. 
These major changes, plus the minor ones, resulted in a 
net decrease in unassigned funds or surplus of $83,635. 
The amount of such surplus as of December 31, 1942 
was $4,448,044. 


WASHINGTON NATIONAL 


Promotions 


Seven members of the home office staff of the Wash- 
ington National Insurance Company, Evanston, Illinois, 
were advanced in rank at the annual meeting of the 
stockholders and the board of directors. 

Second Vice Presidents J. B. Blandford and J. L. 
Loarie and Associate General Counsel B. P. Sears were 
elected to the board of directors to fill three vacancies. 
Mr. Sears was also named second vice president and 
associate general counsel. 

R. J. Wetterlund, general counsel, was elected vice 
president and general counsel, and Kenneth Mullins was 
elevated from second vice president to vice president. 

D. J. Wellenkamp, director of publications, and R. C. 
Neuliaus, manager of the policyholders service division, 





were elected assistant secretaries. 
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34 th 


ANNUAL FINANCIAL STATEMENT 


FOR THE YEAR ENDING DECEMBER 31, 1943 


RESOURCES 


EE ee ea 


NE ery it 
Mortgage Loans....... 


Policy Loans and Liens. .. . eed 


Home Office 


Real Estate Sold on Contract. . 
Other Real Estate................. 


Due and Accrued Interest 


inka 1.60%) $ 1,070,496.17 


44.17°/,)  29,649,901.04 
38.75%)  26,013,038.60 
10.00%,) 6,713,598.03 








Due and Deferred Premiums and Other 


MUIR ae ea crass Ki 


Total Assets. . 


LIABILITIES 


oi ahs x diay RAGE Kas erkis Wien Aas 


ha 5k Nicaea eae ee ee eiee® 


Policy Claims ....... 


Reserve for Taxes 


Interest and Premiums Paid in Advance... .. 
Dividends to Policyholders................... 
eee eeeee 


Total Liabilities... .. 


Excess Protection for Policyholders............ 


1 ho a ee 


HIGHLIGHTS OF THE 
34TH ANNUAL STATEMENT 


Assets Increased.......... $5,556,866.72 
Beneficiaries were paid (in 

1943) ................ $1,701,075.01 
Insurance in Force... .... .$244,041,812.00 
Policyholders were paid (in 

rere ok 
New Business Increased (in 1943).... 20% 


Salsa 61%, 409,744.97 
aad 685,718.23 
1.52%)  1,023,467.84 

67%, 447,702.29 
(1.66%) 1, 112,560.59 





-.... .(100.00%) $67,126,227.76 


$57,986,825.00 
3,833,872.53 
368,650.81 
250,578.79 
569,491.76 
342,478.08 
334,270.48 





$63,686, 167.45 
3,440,060.31 





$67,126,227.76 


FIFTEEN YEAR COMPARISON 
Growth in Assets 
December 31, 1943.......... $67,126,227.76 
December 31, 1928.......... 9,913,368.56 
Growth in Insurance in Force 
December 31, 1943.......... $244,041,812.00 
December 31, 1928.......... 73,105,666.00 
Excess Protection for Policyholders 
December 31, 1943.......... $3,440,060.31 
December 31, 1928.......... 925,061.56 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


T. W. APPLEBY, PRESIDENT 


BEST'S LIFE NEWS 
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From May, 1943 to date, inclusive 





1} 
li 

EDITORIALS 
Aggregate Figures ..........csseseseecsescescess es ceceeces , eet. 10 
American Life Convention........ June 43, Oct. 42, Nov. , Dee. 11 
EY ack tou kheeiowsnes dnaeneksn5neeekenbansuee Mar. 14 
\verage Yearly Net Costs j 
i Eh ee eben uind Kb yao ea¥ PSs 0 aN Reon km ee Mar. 
lhividend and Related Actions 
Se eke tat baa eee n doh Ges wees ROaRe eRe HEN Mar. 
re aa oss sch. ccna hae k 6 Syed wh ene ameie opie Mar. { 
i a ie tne hak 6600s seSsk eb ekns send ea waked Mar. 4 
i I bia bownane secs nsGd enon senensenes eens 3 
i a co Gaaee babes bdaneeesesdesteeeedcnnansas May 11 
Railroad Bonds ........... ° 
ey I .k, cahaues ataw-tenebe baa aiee rads en eaene’ Mar. 
DIE oc 0:5555c0cnwvbdceesbebnsarcedenceseencnesneae July 
Stock Dividends ........... 





War Clause Controversy 
LEGAL 


Legal Spotlight—O. D. Brundidge ...........ccecceecceeeees Mar. 27 


GENERAL ARTICLES 














Accident and Health Developments ..............cscseeecess Mar. 35 
Activities for 1943—Ralph H. Kastner ..........:ceeecceees Nov. 11 
Actuarial Developments of 1943—F. ¢. BEUSGON. 0:0:0:00:0800 000% Noy. 13 
Reteree TCE GE BUTI oc oc000.8006b00 ness covsecsenel 21 
NN IIE igh Snictnds.basekece anenseassdseaneanad 
ROE Be TES BO FUG ones csscccssvecsccscsccsces Mar. 
Agency_Compensation—Special N. Y. Committee. 

Agent i PE d550600s66en4snsansesnssane® 

ROE TRON TIED. 6. 0:6.0:5:<:0:00 000008000000 
Agents’ Compensation—Herbert A. Hedg 
American College of Life Underwriters 
IE UE 6. 66 6:0:0:0.06.06:0:9:006.0.0.0000.0506050006 0006000006080 Mar. 39 
I, DIINO .6.6:565 Hs. cand ness beecness ss sresbardonse6eau June 47 
American Life Convention 

June 43, Oct. 42, Nov. 10, Dec. 11, Jan. 49 
Amerionm Tmetitute of ACTURIIOR . occ ccc ccccccvcccccccccccecs July 30 
America’s Stake in the Peace—Eric A. Johnston .......... Nov. 49 
An Actuary Looks at Investments—Wendell P. Coler ...... Nov. 63 
ee ee area 
Arkansas Rules on Assessments” q 
Association of Life Insurance Presidents ...............-Jan. 4, 49 
SOO, SUID 0.5.5.6 6.40.05.00-6:05-0:05060600040-00046600868000008 Oct. 35 
Sn 656.ccky tee AN bees eies herbed 44065000000 beee Sept. 24 
Book Review—New Philosophy of Public Debt— 

i IE ccnacued-ccnessnbeuseteenssesatenindecennea eel ae 
ME, ED 005050 59500006440040.9.000554044) 0 4.044300.0080N 
susiness Insurance Tax Position—John G. Kelly 
ee errr ee 
Canadian Insurance Expands ‘ 


DD SE «1c: bbeecnkeeksneranssc6onneneeeeg es 
Catching Up W "ith the “American Radical”—Julian S. Myrick Oct. 15 





CE Ce PINOUEIE 6c si nncincccsedtsnoecnedsdvcnoesnal Mar. 57 
Cs SE UD oi 0.0065 ci00b'000'0s000es0beesocscennvsesees June 40 
CD: AO NOUN 00:66: 6:0:40:0:0.06600'0.0:040'50 40 Gse0n0 44006 Oct. 35 
College Employment Situation—Northwestern National ....July 60 
CE onc nb cicweteneses.60000s 0decaseeen July 53 
Commission Question Settled ...... Feb. 28 
Company Examinations ........... ° ..Feb. 30 
Company Rehabilitation Plan cihbi the paighenpeiaeibnensaeebad Oct. 23 
Comparative Casualties ........cccecsccsccccccccseccccceseed Aug. 27 
Compensation Committee Report ..............eeecceeeeeeeees Feb. 30 
Commeetiont Commissioner AMgGM 26.00 scccccccccsscccccessves July 62 
CD ME g.c0pb600- 080600 60000666006 0600000400406 Nov. 34 
CS ID hn nh bedi enad.c0S>0b04469%-4000000000 600088 Oct. 27 
C.S.0. Monetary Tables, Joint Committee on ................ Mar. 37 
Damper AbeaAT—Les W. GGMGS 2. ccccvcccccccscccccccccsces 

Death Taxes—Ross FE. Moyer .......... 











Democracy Today—Thomas I. Parkinson 
Designation of Class Beneficiaries—Ashby D. Boyle .. 
Dividend Actions Comtimsed .....cccccccccoccccsescoscvcceess F 
ll SSE Tero eyes 

Don’t Look Now—£arl Clark chephhesk bedi eenene * 
Drowning Fatalities .......... SE Ee er eee 
i: i COED... 3s cwdens e0cbsd.oosewesenessnese 
Employees’ Trusts—Samuel J. Foosner ..... Prnbeecbehwedewies 
Farm Loan Drive 
Farm Management—C. G. Worsham 
her Rehabilitation 
Father Draft .......... 
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Federal Income Tax—Clyde J. Cover ......cececeeecccveees Sept. 17 
WE TURTAOINT oo 06.0 5:0:0:60:0:0'0 0 6.0:9:0.0.0.0000000ncnssneses .-July 53 
Field Cooperation—Joint Committee .......-..eccceeccseeeee Oct. 25 
Field Problems—M., Albert Linton .......ccccecseseeeceecees Dec. 46 
WURADEIGL TOURS CABG) isos 000.600brseneccccscicvescesreseoes May 28 
Foreign Travel Hazards—John R. Ward ......0ccccecceecees Dee. 15 
Four F’s and Discharges—R. F. Veazey ......+-.eeeeeeeceees Jan. 25 
Garrison, New California Commissioner ..............+++e+: Oct. 42 
GATED TCISD cc ccccccccccccccsccccsscccsccees c200eeeee 
GerMan IMSUFAMED 2.0 cccccccccecccccscccscsccesccccccsescces 
Government Bond Purchases 
Government Group Policy .......... 
Group Policyholders and Labor Laws—Abram T. Collier ....Oct. 11 
Growth of Asmets (Graphs) ..nccccsccccccccccceressececeres Jan. 51 
Guertin Bills—William M. Corcoran ......cceeeceecceceeeees May 13 
Se SD ID 0 n:0.0:6.6:0:6.0'55:0:60050000060000000060806008 July 20 
SY SUNY cucu hn eb nme enna nee bepb bs 00000eesen6eneses Sept. 5 
Health &° Accident Underwriters’ Conference ..........++-+- July 37 
Fieaith Progrem® (2BGG-1B6S) .cccccsccccccescocccscescceseees June 25 
Here Comes a Prospect—Graham G. Thackwell ..........++++ Feb. 41 
High Pressure Selling—L. C. Brownson .......--022-seeeeee July 31 
Et. ©. TAte Underwriters Assectetses .....occcccccccccccccevces May 26 
How to Become Professional—Loren Stark ............e0e00+ Mar. 
How to Handle People—Hugh D. Hart .......cceceeccceeeees 
How the Mortgage Market Looks to Us— 

Ee, SOD TEGO 6-5in 60066 606.566 005 006000600 0000000008 


How Should Agents be Paid—W 
ITlinois Ins. Dept. 
Income Tax 


. M. Anderson 


—Insurance & Annuity Contracts—Continental 
















ek ae SD GO os occ cntdnenesaanhncbtetbeusnsan qaegeen ar. 48 
Increasing Responsibilities of Life Insurance—Gerard 8. 

UL ‘chooks o-60%05no8urbés. 0p aeons onyebbs$coasrincecesened Jan. 19 
The Individual in a Cornorate World—Dr. Alan Valentine ..June 11 
Tnetitute Of FE. ©. UMGOrWTRGOES aoc iccccccccncctcgccsscecceve Feb. 28 
Institute of Life Insurance .............. Oct. 56, Nov. 34, Jan. 28 
Insurance and Government—Chamber of Commerce ........++: Jan. 15 
I MN das nS ce ann et aeSkd eae NSS CaS NEEM Oct. 31 
Insurance Employees ....... Dec. 20 
Tnsurance Manpower Changes Sept. 34 
ee a errr rr reer Tre. — 49 
SUED: SEND cic cctihenedes0Gs0es coed eraceenensenwe® Sagat Aug. 45 
International Claim Association .......... May 26-Sept. 56, Oct, 29 
Investment Indications—F. W. Hubbell ........0..eeeeeeeee Nov. 54 
Investment Officer of Life Companv—Dr. Marcus Nadler....Nov. 59 
Is There a Pattern for Success—Olen FE. Anderson ........+++ Dec. 49 
PD TD nck 056.0 0666:0005:000 608 0.6.606066000005000R Yov. 25 
oe cic oc akaae side ud erkedaacnenetseee abel July 27 
SD. ON CN cncncteadenseberesndisensdgoohetbeueeens Sept. 12 
Legislation and Departmental Rulings—/. V. Brunstrom....Dec. 54 
EATO AAVOTUINGTS AGHOCIRTIOR 2 occcccccccccccccccccccccnccess Dec. 26 
re GE oo nncceddcaeeenseeeeeeoeseseene Dec. 26 
Rae, SUNOD N o5 o..0 05-54:0:0:4:0:0:65:0609.00504 0000004000008 Mar. 36 
——————— RSS erro ree eee rrr e July - 
Sy PI CE a ceca cn cetines0-600006000060005005600060 Mar. 4, 
Life Insurance Sales Research Bureau ...........+.ceeeeeeee Jan. 
Life News Notes $60 OS dCSRATERESHEASODES OC COC CENTS ES LE 0O8Se0ER Feb. 24 
Life Office Management revenge Peers eer er Aug. 48 
Life Underwriters’ Association, N. i OPT rT June 66 
Locating Today’s Best ~~ dh BR W. Frank June 27 
“fo 3 ner Nae June 35 
Manpower Todav—Ward Phelps ......ccccccscccsccccseccece Mar. 17 
Marriages. Births and Deaths .......ccccccccsccvcccescecees Feb. 31 
Maryland Insurance Department ...........+seeeseseeeceees Nov. 37 
Se «aida yeh hnsevenccandce-eneseueees Aug. 34, Sept. 50 
DECUEURE TPORETD TMOVGRBO  o.o.0 0.6c.ss0s0ns00008 sn 00080es0seees Mar. 57 
Peres GR DTU CII iin 0066 d.si060000000000000000000008 June 4 
Mississippi Insurance Department .............scccscscccece Mar. 51 
M.P.T. va. Net Level—Maclean .....cccccccccsccccccccscccs 
Mortality, 1943 ............-. [til veksahetadeesbanessvans saeweee 
Meortality, 1 GreRt BFEtRIM ..ccccccccccccsccscscevsccssceses 
Motivating Agents—Hugh D. Hart ........00-ececeeeeecceee 
NE SEIUED 05. 65:5:0.0:5 0:6 6-40:0:0'0.6-0.0.6 0:0:0260000606000080086 
Municipal Bonds—Correction ...........scssccccevcccseces 
National Association of Insurance Commissioners 
National Association of Life Underwriters ............-..0++ 
National Resources Planning Board Report .........+...++s++ 
National Service Life Insurance .............scsecceeees 
Negro Association Meets ....ccccccccccccccccceccccscscccces S 
PERO TOME cc owcccccsecoccccccsccenceceenscesecscesecosees 
~~ Insurance—A., 7, Spaulding ........cccecscccecesees 

H. Insurance Commissioner ........cccscsccsccsccccccecs 
ak York State Insurance Department 
New York BuperimtenGent 2... cccccccccsccccccsescccscseeces 
Options and Income Taxes ............. 


Pension Plans, Summary—MaoNeill 
Pension Trust Discussion—Special Committee 





Pension Trusts, Selling—J. Donald Hopkins..............04+ May 2 


Positions Available 

Post War Opportunities—Asa V. Call 
l’re-Existing Disease & A. D. Benefits—/. 
’remiums and Income Tax 

Premiums & Reserves 

Prices, Rising 

Problems of Tomorrow—L. 

Proof of Age—R. J. Peplare 
Prospecting—Manuel Camps, Jr. 

l’rospect Sources—Nan Loughran 

Public Relations—F. L. Conklin 

Qualified Prospect File—Lllen M. Putnam 
The Railroad Outlook—R. V. Fletcher ..........c.cceeeeees Nov. 
Replacement Results 


Social Securit 


, Significance of—G. Hirschfeld ........ 
Stabilization 


soeee dune 15 
lan, The 5%—E. M. Thoré 


Feb. 19 


State Bonds Dec. 3 
State Supervision, Future of—Harrington cz 
Swedish Insurance .............- SER PRE re en ---.-May 


Se III ok ain oo die aba > aaibuwainihign.s0t5.s0eds saunas N 
Take the Offensive—John A. Stevenson 

Tax Bill, Opinion on 

To Sell and Keep Sold—Homer J. Buckley 

Total 1943 Figures 
Training—Today and Tomorrow—BE. 
Trusteeship—Frank P. Samford 
Underwriting, Present Day—Dr. 


Robinson 
Underwriting Relationship—R. 


a. A siccankie 


Revenue Bonds—/. Willard Johnson 
Review of 1943—Clarence C. Klocksin 


Salaries and Wages—Northwestern National Life 


Sales Appeal .. . 
Security Valuations, Basis of 
Selective Service Rejections 


NE OD icc cs srceecensetceetsecsancesceses 


Service Death Claims 
Servicing Policyholders 
Social Security Benefit Chart 


Acacia Mutual, Washington 
(Big Increases) 

(Record Year) 

Aetna Life, Hartford 
(Agents’ Retirement Plan) 

(New Non-Par Rates) 
(Continues Dividends) 

Alliance Life, Peoria 
(Liens on Peoria Claims Waived). Mar. 

Amalgamated Life, New York 
(Licensed) Mar 

American Life & Accident, St. Louis 
(Favorably Examined) ( 

American Mutual, Des Moines 
REE NC aR July 

American National, Galveston 
(Favorably Examined) 
(Werkenthin Resigns) 

American United, Indianapolis 
(Annuity Rates Revised) ........ Mar. 

Amicable Life. Waco 
(Favorably Examined) July 

Atlantic Life, Richmond 
(Re-Issnes Policies) .............68 Tune 
CERATCR EMETORBEE). 2occccccccccnccs Mar. 

3altimore Life, Baltimore 
IND. oie Sc cau oaicesnina< Nov. 

Bankers Health & Life, Macon 
(Examination) 

Bankers Life, Des Moines 
RCOPTOCTION PEMETEO) occ ccc ccieccncee May : 

Bankers Life, Lincoln 
(Production Gains) ..............Aug. 
(Favorably Examined) 

Tankers National. Montclair 
(Correction Notice) 

(Stock Dividend) 

Berkshire Life, Pittsfield 
era bc wirks-dnis 8S July 6 
(Mid-Year Results) 

Boston Mutual, Boston 
(Gains) 

(Gains) 
(1943 Gains) 

Business Men’s, Kansas City 
(First Quarter ___. EER. May 
(Gains) 

(Examination Favorable) 
(New Record) 

California-Western, Sacramento 

(Executive Promotions) 
(Favorably Examined) 
(Wright Promoted) 
(Stockholders’ Dividend) 

(New Superintendents) 

Canada Life, Toronto 
(Correction Notice) 

(Premiums Increased) 

Capitol Life, Denver (Examination). Sept. 

Catholic Order of F oresters, Chicago 
(Gains) 

Central Life, Des Moines 
(Agents’ Pension Plan) .......... Mar. 

Century-Educators Life, Fort Worth 
(Changes Name) May 

Century Life, Fort Worth 
errr May 

Columbian Mutual, Memphis 
(Examined) 

Columbian National, Boston 
(Group for Fieldmen) 

Commonwealth Life, Louisville 
(Officials Retire) 

Connecticut General, Hartford 
(Agents’ Retirement Plan) ........May 57 
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piphepeeicanewen Jan. 


War Claims Committee 


War Deaths 


W. S. A. Insurance 


War Impact on Personnel 


Wartime Advertising—Margaret Divver 


Weight Table, New 


The Welfare State—S. B. Pettengill 


Women and Life Insurance—Beatrice Jones 


June 


INSTITUTIONS REPORTED UPON 


(Hospitalization Benefits) . 
(Correction Notice) 
(Large Pension Case) 

Connecticut Mutual, Hartford 
(Annuity Rates Changed) 

(Gains) 

(New Business Analysis) 
(Non-Medical Liberalized) 
(New Annuity Inc. End. 65) 
(1944 Dividends) 

(New Dividend Book) 
(Writes Over $100,000,000) 

Continental American, Wilmington 
(First Quarter Gains) 

(Continues Dividends) 
(Favorably Examined) 

Continental Assurance, Chicago 

(Issues Non-Can) 
(Writing Permanent Group) 
(Gains) 

(Acquires H.O. Building) 

Continental Life, Washington 
(Stock Dividend) 

Dunbar Mutual, Cleveland 
(Incorporated) 

Empire State Mutual Life, Jamestown 
(Takes Over Fraternal) ct 

Equitable Life, New York 
(Welch Vice President) A 
(New Pension Trust Policies) .... 
(Gains) 

(New Pension Trust Rates) 
(Rond Purchases) 

(Foreign Travel) 

(Group Underwriting Changes) .. 
(Dividend Scale Revised) 
(Examination Favorable) 
(Reduces Loan Interest) 

(Group Gains) 

(Farm Loan Drive) 

Equitable Life, Des nee 
(March Increase) er seawe 
(Business Up) ... 

(Gains) 

(Annuity Rates Revised) 
(Gains) 

(1943 Gains) 

Eureka-Maryland. Baltimore 
(Purchased by Farm Bureau) .... 

Farm Bureau Life, Columbus 
(Favorably Examined) 

(Purchases Fureka) 

Farmers & Bankers, Wichita 
(Favorably Examined) ........... Mar. 
COOGEE TUVEGORG) ccccccccccscceses Mar. ¢ 

Farmers & Traders, Syracuse 
(Pxamined) 
(Adopts 3% Reserve) 

Federal Life & Casualty, Detroit 
(Favorably Examined) 

Fidelity Mutual, Philadelphia 
(Retirement Plan) 

(Official Changes) 
(New Automatic Term Plan) 

Fidelity Reserve L. & A., Little Rock. 
(Recently Organized) De 

Franklin life. Springfield 
CUPUNUNOO GINGER) cccccccoccvccccces July 
(New Policy) ..... 

(New Business Record) — 
(Comparative Figures) 
(Favorably Examined) 

General American, St. Louis 
(Favorablv Examined) 

(10 Year Review) 


13 
20 
2 
29 
28 
5 
51 
15 
48 
17 

. 13 
Vermont, Insurance Commissioner : : Ee 
30 
20 

» 50 
19 
12 
61 
12 
23 


Women as Underwriters—Helen B. Rockwell 
Woman Psychology—Carmel Snow 


Girard Life, Philadelphia 
(Extends Coverage to Age 5) 
(Executive Changes) 

Globe Life, Chicago 
(Reinsures Fraternal) Oc 

Great American Life, San Antonio 
(Examined) 

Great Lakes Ins. Co., Elgin 
(Licensed) 

(Complete Information) 

Great States Life, Bloomington 
(Examination) 

Great-West Life, Winnipeg 
(Sales Record) 

(1943 Gains) 
(Surgical & Hospital Benefits). 
(Pension Policies Revised) 

Guarantee Mutual, Omaha 

(Half Year Results) .......... 


Guardian Life, New York 
(Liberalizes Non-Medical) . 
(Steady Gains) ea 

Hearthstone Life, Indianapolis 
(Reinsurance Agreement) ........May 

Home Life, New York 
(Worthington a Director) ........June 
(Sales Better) J 
(Revises Dividends) 

(Changes Rates, etc.) 

Home Life, Philadelphia 
(Walsh Dies) 

(D. J. Walsh President) . 

Illinois Bankers, Monmouth 
(Policyholders Win Suit) ..... nee 
(Examination) 

FOR eer Mar. 


International Life, Phoenix 
(Licensed) 
International Travelers, Dallas 
(Favorably Examined) 
Investors Syndicate, Minneapolis 
(S.E.C. Complaint) ... 
(Date for Trial Set) 
(Case Dismissed) 
Jefferson National, Indianapolis 
(Examination Favorable) . 
Jefferson Standard, Greensboro 
(Sales Up) 
(Gains & Promotions) . 
(Examination Favorable) 
(Gains) 
($500,000,000 in Force) 
John Hancock Mutual, Boston 
(Cramp Shipbuilding Group) ....Juue 
(Executive Promotions) ....... ..Aug. 
(Continues Dividends) ....... ooeeDee. 
Kansas City Life, Kansas City 
(Stock Increase Proposed) . 
(Underwriters’ Forum) 
Lamar Life, Jackson 
(Liberalizes Non-medical) Oc 
Liberty National Life. Birmingham 
(Correction Notice) 
(Brown-Service Purchase) 
(Rates Increased) 
Life of Virginia, Richmond 
(Promotions) 
Lincoln National. — oe 
(Changes in Texas) 
(Gains) 
(Stock Dividend Proposed) . 
(Increases Capital) 
(Pension Trust Business) 
(Promotions) 


«60000 aels 
<4 


sere eeeeees 
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Loyal Protective, Boston 
(Examination Favorable) sscscen ene. GF 
Lutheran Brotherhood, Minneapolis 
int at omen J MERAMIBGE) .cccccccces June 
Manhattan Life, New York 
(Examination Favorable) . 
Manufacturers Life, Toronto 
(Montgomery Medical Direct.,:)... 
Massachusetts Mutual, Springtield 
(Settlement Changes—Income 
Policies) 
(Pension Trust Meetings) 
(June 30th Report) Sept. 
(Extension of Juvenile Rates)....Nov. 
(38rd Quarter Report) Dec. 
Massachusetts Protective, Worcester 
(Favorably Examined) ......... oo Oct 
ye Life, New 
(75th Anniversary) ..... 
(Low Cost Housing) 
(Success and Service) 
(Government Bonds) ... 
(Dunlap Retires) 
(New Territories) 
Midland Mutual, Columbus 
(Agents’ Pension Plan) .......... Mar. 
Minnesota Mutual, St. Paul 
(Favorably Examined) .......... Nov. 
Modern Woodmen, Rock Island 
(Examined) 
Mutual Benefit, Newark 
(H. Bruce Palmer) .. 
(New Non-Medica! Ru!es) 
Mutual Life, New York 
(Humanizing Correspondence) .... 
ffices) . 7 
(Home Office Promotions) .. 
(Service 'eath Claims) 
(June sUtn Report) 
(War Service Refunds) . 
(New Compensation Plan) 
(Examination Favorable) 
(Pink, Trustee) 
(Service Death Claims) 
(SUVORIIS CRARBCS) .ccccccecvcces Mar. 
Mutual irust Lite, Chicugo 
ae rs Examined) ...........Oct. 
National Fidelity wWife, Kunsas City 
(Favorably Examined) ...........June 
National Guardian, Madison 
(Favorably Examined) 
National Life & Acc., Nashville 
(Stock Dividend) 
(Stock Dividend) 
National Life. Mon:pelier 
(New Juvenile Policy) .... 
(Sales Ahead) 
(Agents’ Pension Plan) .......... 
(McLane Director) ..... 
(Continues Dividends) . ‘ 
National Old Line, Little Rock 
(Favorably Examined) 
National Public Service, Seattle 
(Examined) 
National Reserve, Topeka 
(Favorably Examined) 
New England Mutual, Boston 
(Bond Sales Technique) 
New World Life, Seattle 
(Favorably Examined) ........... Mar. 7 
New York Life, New York 


Co aaa June 72 


(Mid-Year Review) 
(Employees in War Activities) ....Oct. 
esate 2 

N. Y. Savings Bank, New York 
(Issuing Sub-Standard) 

North American L. & C., Minneapolis 
(New Dividend Scale) .... May 
(Favorably Examined) 

North American, Toronto 
(Dividends Reduced) 


MARCH 1, 1944 


North American Life, Chicago 
(Adopts 3% Basis) . 
(Gains—Promotions) ............. Mar. 
North American Reassurance, New York 
(Favorably Examined) 
Northern Life, Seattle 
OR ae May 
(Favorably Examined) 
Northwestern Mutual, Milwaukee 
(New +. 
(Annua] Meetin 
(Other Officers 
(New Directors) 
(Junior Officers) 
(Dividends Revised) 
(8rd Quarter Report) 
Northwestern National, 


(1943 Figures) Feb. 58 


Occidental Life, Los Angeles 
kre Mar. 
Ohio National, Cincinnati 
(Annual Prem. Retirement Annu- 
ity Values Reduced) 
Ohio State. Columbus 


(Current FISGGPGS) oo. ccccccccccccs Sept. 7 


(a Tine Life, Milwaukee 
(Mid-Year Results) 


Old Republic Credit, Chicago 
(Official Changes) 
Olympic National Life, Seattle 
(Favorably Examined) 
Oregon Mutual Portland 
(New Compensation lan) ......./ June 
(Bond Purchase Plan) 
Pacific Mutual I.os Angeles 
(Non-Par Rates Revised) 
(Sales High) 
Pan American Life, New Orleans 
(Business Increases) 
(Changes in Directors) 
(Shows Gains) 
(New Reserve Basis) 
(8% for Non-Par) 
l’au! devere Life, Worcester 
‘Favorably ©xamined) 
(Stock Dividend) 
enn Mutual, Philadelphia 
(Junior Insurance Limits) ........May 
(Half Year Gains) 
(New Servicemen’s Book) 
(Favorably Examined) 
(Annuity Rates Revised) 
Peoples Life, Frankfort 
(Favorably Examined) 
Philadelphia Life, Philadelphia 
(Rates Revised) 
Phoenix Mutual, Hartford 
(Favorably Examined) July 
Postal Life & Casualty, Kansas City 
(Reinsures Pathfinder Life) 
Postal Union Life, Los Angeles 
(Control Purchased) 
(Executive Changes) “eb. 
Provident Life & Accident, Chattanooga 
(Stock Dividend) 
Provident Mutual, Philadelphia 
(New Reserve Basis) ............ Mar. 
Prudential, Newark 
(Purely Mutual) .May 
(Helps Morale) .May 
(Cramp Shipbuilding Group) ..June 
(Rates for War Hazards 
Coverage) 


(Temporary Income Policy) 

(Medical and Non-Medical 

Changes) Sept. 
(Industrial & Intermediate 

Shanges) 
(New Policies) Dec. 
CGRORp CHAMBER) ons cccciccccnccsie’ Jan. 


Lk hohe eee Aa wha de dewee June 7 
i EOI June 7 


ibtebabhbe new aeksee><ou Nov. 7 


Pyramid Life, Charlotte 
(Dividend Declared) 

Kelinble Life, St. Louis 
(New Officers) 

(Promotions) 

Reliance Life, Pittsburgh 
«40th Anniversary) 

(Stock Dividend) 

heserve Loun Life, Dallas 
(Examination) 

Rocktord Life, Rockford 
(Correction Notice) 
(Favorably Examined) 
tural Life, Dallas 
(Examined) 

Scranton Life, Scranton 
(Examination) 

(Merriman President) 

Security Life & Trust, Winston-Salem 
(New Rates & Values) 0 
(Stock Dividend) 

Security Mutual, Binghamton 
(March Business Good) 

Shenandoah Life, Roanoke 
(New Rates & Values) 

Southland Life, Dallas 
(New Reserve Basis) 

Southwestern Life, Dallas 
(Favorably Examined) .. 

Standard Life, Indianapolis 
(Agents at Directors Meeting).... 

Standard Life, Jackson 
(Correction Notice) 

State Farm Life, Bloomington 
(Director—Gains) | 
(Favorably Examined) 

State Life, Indianapolis 
(New H. O. Building) 
(Report of Examination) 

State Mutual Life, Worcester 
(March business Up) 
(Selling to Women) 
(Continued Gains) 

(Business Up) 
(Gains) 

Sterling Insurance, Chic 
(Capital Increase) 

Sun Life, Montreal 
(Non-Par Rates Increased) 

Teachers Ins. & Annuity, New York 
(Josephs President) 

Travelers, Hartford 
(War Claims Paid) 
(Examination Favorable) 

Union Central, Cincinnuti 
(Issues Double V Policy) 
(Reorganizes Agencies) 

(New 8S. P. Juvenile Policy) 

United Benefit Life, Omaha 
(Favorably Examined) 
(Enters N. Y. State) 

United Fidelity, Dallas 
(Favorably Examined) 

United Services, Washington 
(Examined) “ p Ju 

U. S. Government Life, Washington 
(Annual Statement) : 

United States Life, New York 
(New Virginia Agency) 

Volunteer State, Chattanooga 
(Stock Dividend) 

Washington National, Chicago 
(Correction Notice) 

(Stock Dividend) 
(Promotions) 

West Coast Life, San Francisco 
(Bixamimed) .ccccccccvccscccscccced Aug. 

Woodmen Circle, Omaha 
(Examined) 

Woodmen of the World, Omaha 
(Executive Changes) 

World Insurance, Omaha 
(Enters Life Field) 
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TOM our 


Spinning Wheel 


“BUT WILL IT SUPPORT YOU?” 


Life insurance fieldmen tind that a common alibi 


for life insurance neglect is Social Security. 


However, the public’s idea of this praiseworthy 
undertaking seems to be somewhat magnified. 
tends to interpret Social Security as providing a 


sort of cure-all for dependency at 65, which, of 


course, it really doesn’t pretend to offer. 


By means of an unique quick-calculating “‘ 
Rule,’””» New England Mutual representatives are 
meeting with considerable success in showing heads 
of families that the ideal situation is not Social Se- 


curity instead of life insurance, but Social Security 


plus adequate life insurance. 


To the prospect who says “‘I have Social Secu- 
rity,” the simple answer is “But will it support 
you?” This opener has created many opportunities 
for the benefit of life insurance as a whole, and for 


New England Mutual in particular. 


New England Mutual 





Lyé Insurance Company @- Boston 


The First Mutuel Life Insurance Company Chertered in America 


1835 
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American Mutual Life, Dés Moines, lowa 

American National, Galveston, Texas 

Amicable Life, Waco, Texas 

Atlantic Lite, Richmond, Va. 

Atlas Life, Tulsa, Okla. 

ankers Life, Lincoln, Nebr. 

Bankers National, Montclair, N. J. ... 

Berkshire Life, Pittsfield, Mass. 

Boston Mutual, Boston, Mass. 

Burroughs Adding Machines, Detroit : 

Business Men’s, Kansas City, Mo. 
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Lamar Life, Jackson, Miss. 

Life of Virginia, Richmond, Va. 

Lineoln National Life, Fort Wayne, Ind. 

Lutkeran Mutual Life, Waverly, lowa 

Manufacturers Life, Toronto, Canada 

Marvin, Harry C., Indianapolis, Ind. 

Massachusetts Indemnity, Boston, Mass. .............0...0.08- 
Missouri Insurance Co., St. Louis, Mo. 

Monarch Life, Springfie ld, Mass DEEL GSN eee we ee eee ee 
Mutual Life, New York, N. Y. 

Mutual Trust Life, Chicago, 

National Equity Life, Little tock, 

National Guardian Life, Madison 1, W 

National Life & Accident, Nashville, Te 

Nelson, Carroll E., St. Louis, Mo. 

New England Mutual, Boston, 

North American Reassurance, New York, N. Y. 
Northwestern Mutual Life, Milwaukee 2, 
Northwestern National Life, Minneapolis, Minn. 
Occidental Life, Los Angeles, Calif. 
Occidental Life, Raleigh, >, <. 

Ohio National L ife, Cincinnati, Ohio 

Ohio State Life, Columbus, Ohio 

Pacific Mutual L ife, Los Angeles, Calif. 
Pan-American Life. New Orleans, 

Penn Mutual Life, Philadelphia, 

Peoples Life, Frankfort, Ind. 

Pilot Life, Gre ensboro, N. C. 

Prudential Ins. Co., Newark, N. 

Speakman, Frank M., Philadelphia, Pa. 
State Mutual Life, Worcester, 

Sun Life, Montreal, Canada 

Tressel, Harry S8., Chicago, 

Union Central Life, Cincinnati, Ohio 

Union Mutual Life, Portland, Aiaine 

United Life & Accident, Concord, N. 
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Washington National, Chicago, Il. 

Wolfe, Corcoran & Linder, New ‘ 
Woodward & Fondiller, Inc., New York, i S. 
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“TJ aleleisiolelele 


advertisement in BEST’S INSURANCE NEWS is a mark 
of distinction as only those companies which receive our 


Ex above discriminating list of clients recognize that =k 
recommendation are permitted to advertise in its columns.” 


BEST'S INSURANCE NEWS 
The National Magazine of Insurance Finance 


BEST'S LIFE NEWS 





GUARANTEE MUTUAL 
LIFE COMPANY 


ORGANBED 14901 


OMAHA, NEBRASKA 


Stud iid Sateen’ 


JANUARY 1, 1944 


Dts co gic Shs 
FFAMAWOIGE 


ste 


ASSETS RESERVES AND LIABILITIES 
$ 919,600.15 Legal Reserve cecesseceneeeeeeeeceee--.. 925,779,041 .00 


U. S. meyer ¢ sensi7151 Present Value of Claims 

ment Bonds , ' . Payable in Future ON Pe 
Municipal and All . 

Other Bonds. 16,291,259.77 —21,327,431.28 Reserve for Claims Awaiting Proofs 160,856.24 


First Mortgage Loans 4,152,748.73 Reserve for Taxes, etc... 139,750.00 
Stocks 480,189.00 
Home Office Property ................... 323,000.00 
Real Estate Ki 567,997.30 Advance Premiums and Trust Funds 1,423,764.00 
Other Real Estate 224,125.50 - 
Policy Loans sstscipeintniseasmcansicne ap GaeeReAS $29,176,299.51 
Interest Accrued 221,323.88 Contingency Reserve ...................- 1,000,000.00 
Premiums in Course of Collection. 927,939.54 
Other Admitted Assets 87,214.29 Surplus 2,608,958.31 


Dividends Payable to Policyowners 532,353.27 


Total Admitted Assets... $32,785,257.82 ON ee, 


RESULTS --YEAR 1943 


INSURANCE IN FORCE $164,515,912.00 
ADMITTED ASSETS 32,785,257.82 

petiepaKsnchammbnannen 3,078 ,242.36 
SURPLUS FUNDS NOW TOTAL ‘ 3,608,958.31 
PREMIUM AND INVESTMENT INCOME... : 5,950,085.62 
1943 PAYMENTS TO POLICYHOLDERS AND BENEFICIARIES 1,793 ,971.80 
TOTAL PAYMENTS SINCE ORGANIZATION : ; 43,513,171.08 


} 
a 


For Agency Opportunities, Write to A. B. OLSON, Agency Vice-President 











It may be a “man’s world” but, if so, the Franklin Life is a little world in 
itself where opportunities for women are equal to those for men—and both are 
unlimited. All three “Queens” pictured above have qualified for membership in 
the exclusive Women’s Quarter Million Dollar Round Table. Cash earnings for 
the three, last year, totaled more than $22,000.00. One specializes in the Guaran- 
teed Life Annuity, another the President’s Protective Investment Plan, the third 
makes excellent use of the Lifetime Disability Income Plan—all exclusive Franklin 
contracts. 

Two are former school teachers, one a former music teacher. The Franklin 
Life is very proud of its three “Queens” because they prove that intelligence and 
willingness to work plus Franklin sales tools are all the requirements for out- 


standing financial success. 








Lhe Friendly 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 





Insurance in Force Exceeds $245,000,000.00 

















FIRANIKILIN ILIFIE Saas 





